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ADVANCE NEWS FOR THE NEW YEAR 


ON THE COVER: Personal Income will rise, along with spending “The Pru Predicts for 1958" (Page 27) 
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Ortice pointers 
tor Operating prorit 


Get hold of this special iNA booklet... 


) 
PROCEDURES... 


Timety articles on successful ways to out... OFFIC! 


solve problems that arise in the operation of LECTIONS.... ACCOUNTING Ree 
rEMS...also other problems of agency operation. 


an insurance agency. 


This is the kind of information that will help 


Here is a gold mine of ful information for the 

evestions in it are sound you gear up for efficiency and new business. Ask 
» have been prepared from years of ex- for a free copy at our nearest Service Office or mail 
>and study by INA’s Planning and Research 


Its the success of others in a nutshell. 


your request to the Head Office. attention Planning 
and Research Division. 


nan 


of the topics: CHOOSING THI 


. PLANNING THE Proper Lay- 


of 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 


w 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1866 


wv 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS 


ORGANIZED 1652 


wv 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


OPGANIZED 1906 


v 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1676 


w 


COMMERCIAL INSURANCE COMPANY OF NEWARK, WN. J. 


ORGANIZED 1909 
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You dependent 
/asurancé /AGENT 


“staves/ vee Biaste 
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OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK I. NEW JERSEY 
Western Department 120 South La Salle Street, Chicago 3. II 
Pacific Department. 220 Bush Street San Francisco 6, Calif 


Southwestern Department 912 Commerc 


Foreign Departments: 102 Maiden Lane New York 5, New York 


206 Sansome St. Son Francisco 4 Calit 
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WE’RE BUILDING 
IN THESE STATES 


PENNSYLVANIA ¢ OHIO 
ILLINOIS ¢ INDIANA « MARYLAND 
DELAWARE ¢ KENTUCKY 
TENNESSEE © ARKANSAS : 
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MINNESOTA ¢ VIRGINIA * MICHIGAN £° 
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IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive .. . 

L.I.C.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


More Merchandising .. . 

We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything 
furnished to you without charge. 


More Advertising... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 
This is truly a “ground floor” situation. 


L.IL.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y for you! 


WRITE 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 
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All Insurance Companies are the same 
: But P.N. is different 








All Insurance Companies are the same 
But P.N. is progressive 
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All Insurance Companies are the same 
But P.N. is profitable for 
producers 

















And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group. 





PACIFIC NATIONAL 
INSURANCE GROUP 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 
MANUFACTURERS CASUALTY INSURANCE COMPANY 
San Francisco, Calif 


Philadelphia, Penn. ¢ Skokie, Il. ¢ Atlanta, Ga 


These Names Make News 


Jenkins, Foan Named 


Company Presidents 


North, Kuenkler in 
As Executive VP's 


W. Robert Jenkins, formerly first 
vice president of Northwestern 
National Life, has been elected 
president of Columbian Mutual 
Life, Binghamton, N. Y. 


Roy A. Foan has been elected 
president of American Travel- 
ers Life of Indianapolis. He 
succeeds Harry E. Wells, who 
resigned. Mr. Foan was vice 
president of First Colony Life. 

Cecil J. North, vice president, has 
been elected a director and ex- 
ecutive vice president of Metro- 
politan Life. Edwin C. McDon- 
ald, vice president, was elected 
a director. Francis M. Smith, 
vice president, is now adminis- 
trative vice president. 

Arthur S. Kuenkler has 
Security-Connecticut as execu- 
tive vice president. He was for- 
merly vee president and actu- 
ary of U. S. Fidelity and Guar- 
anty. et S. Reigeluth and 
Joseph D. Sargent have been 
elected to the board. 


joined 


Barry Oakes has been elected a 
director, vice president and gen- 
eral counsel of Republic Na- 
tional Life of Dallas. Associate 
counsel for Bankers Life of 
Iowa for 12 years, Oakes takes 
up his new duties February 1. 

A. L. Lombard has been named 
vice president in charge of un- 
derwriting and a member of the 
board of National Life & Cas- 
ualty, Phoenix, Ariz. 

T. J. Kiesselbach, agency vice 
president, has been named to a 
new post as part of State Farm 


Mutual’s decentralized manage- 
ment program. He will assume 
agency and operating responsi- 
bilities for New Jersey, New 
York, and Pennsylvania. 


Adm. Sidney W. 
Souers was elected 
president of Gen- 
eral American Life. 
He succeeds the 
late Powell B. 
McHaney Souers 
will continue as 
board chairman. 


Frazier S. Wilson, for the past 14 
years manager of insurance for 
United Air Lines, has resigned 
to become executive vice presi- 
dent of Stewart, Smith (lIlli- 
nois), Ine. 


Walter H. Mosher, secretary, has 
been elected a vice president of 
the Boston-Old Colony group. 
Richard T. Davidson is now in- 
vestment vice president. 

E. T. Kyllo has been appointed 
secretary of all companies of 
the Royal-Globe group. He will 
be in full charge of electronic 

statistical and entry 

operations. R. Gordon Callan 
has been made an assistant 

U. S. manager and vice presi- 

dent. 


processes, 


Charles F. Cowley, chief casualty 
claims officer, has been named a 
vice president of the Atlantic 
Companies. 

H. Faison Hines, vice president 
and head of Crum & Forster’s 
Southern Department, has _ re- 
tired after 38 years of service. 
He was succeeded by Albert L. 
Sears, manager. Edward W. 
Church has been named man- 
ager of the group’s Pacific 
Coast Department. He succeeds 

Continued on page 6 
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Will you “weather the winter” in good health? 


During the stormy, disagreeable winter months, colds, 
pneumonia and influenza may strike with increasing 


frequency. And this winter brings another variety of 


influenza—**Asian flu.” 


The symptoms of **Asian flu’’ are much like those of 


other “‘grippy” colds . . . fever, marked tiredness, and 
aching. Should these symptoms occur, call your doctor, 
go to bed . . . and stay there until he tells you that the 
likelihood of complications is over. Barring complica- 
tions, doctors recommend home care rather than 
hospital treatment. 

“Asian flu,” like a severe cold, can lead to pneu- 
monia. Medical science, however, has become increas- 
ingly skillful in treating pneumonia. Today, all but a 
very small proportion of pneumonia cases are saved. 
But treatment must be started promptly to bring 
pneumonia under control quickly. 


How you combat any respiratory disease depends a 


lot on your physical condition. While it is wise to 
maintain your general health in every way, it is equally 
wise to take preventive measures which may help guard 
against all respiratory infections. 


Keep away from crowds as much as you can. 
Guard against chilling and dress warmly. 

Avoid people who have respiratory disease. 

Cover your coughs and sneezes with paper tissues. 
Dispose of used tissues immediately. 

Wash your hands thoroughly before cating. 


Isolate any member of your family who has cold or 
flu-like symptoms. 


Your doctor may also advise vaccination against 
* Asian flu.” 


Be sure to stay in bed as long as your doctor recommends. 








Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, New York 10, N. ¥ 


» excess of 32.000.000 cluc 
Saturday Evening Post, I . 
Good Housekeeping, Redbook, Re 


t, Nationa eographic, U. S. News 
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direct the marine underwriting at Beneficial Standard Life. 
These Names Make News jouatie fe. 


department. Roth previously was assistant 
director of agencies. 
Madoe M. Pease, Charles C. Webb, manager of 


U. S. merine man- Michigan Millers Mutual in 
ager of the North : aes é 
British & Mercan- Glendale, California, has been 
tile, has been made appointed resident vice presi- 
. president of the 
vice. American _ Institute 
: of Marine Under- 
Pennington H. Way, Jr., has been writers. 


elected a vice president, and 


Continued from page 4 


Ward S. Jackson, who has re- 


tired after nearly 47 vears’ ser- 


dent. 


: Henr Ernst, for- 
Judson B. Hadley an assistant Henry L. Roth has been elected ae pttiiesk te 
vice president of the American vice president in charge of life the president, has 
been elected vice 
president of the 
Pacific National 
Group. 


‘de e 99 Herman P. Winter, a vice presi- 
0737 O77 I dent with the America Fore 
‘ Group, has been named man- 


ager of the Western Depart- 
; =, ment. He succeeds Ernest A. 
Going on fifty” is a significant time of life... for Henne, who has retired after 45 
people... and for companies. : 
For people it is generally regarded as a notable years with one oe 
milestone in years...a time for reflection on the Robert L. Utne, CLU, has been 
accomplishments of the past and plans for the 


future; a time when we are reminded that our span P : 2 ; : 
is a year greater. dent for Western Life, with of- 


Insurance Group. Mr. Way will insurance sales, a new position 


made regional sales vice presi- 


For companies, “going on fifty” is significant, too, fices in the home office building 
y th W) but in a vastly different way. It is a milestone in of the St. Paul Fire and Ma- 
NA fs YY) years, but years which have been and must continue j : : . 
Ww Anniversary NA to be new thresholds to a boundless span. rine, St. Paul, Minn. Latte: 
- And so it is with Southland Life Insurance company now owns over 99 per 


SOUTHLAND LIFE Company, now in its fiftieth year of service to cent “ft askin Life’s stock. 


INSURANCE COMPANY , people ...policyowners and their beneficiaries, *g > i a 
SS ZS stockholders, and to the general public which it Robert J. Ardison is director of 
> o," a oF a is privileged to serve in many worthwhile ways. public relations and sales pro- 
las tt ce ~ar > or > . ans F 
a SS, In these years, Southland Life has grown to the motion. This is a new major 
position of the fifteenth largest publicly-owned ? : 
(stock) life insurance company in the United States department set up by Massa- 
with over $1,165,000,000 of insurance in force and chusetts Mutual Life. 
assets of over $207,500,000. 
: oe R 
Today, Southland Life provides insurance 
protection for more than half a million families. 


Southland Center 


Alexander has been made 
vice president, finance, for Sun 
Life Assurance of Canada. J. A. 


ig ; McAllister is vice president, 
In our fiftieth Anniversary year, we look forward : * 
to the completion of Southland Center. This home agencies. Lachlan Campbell, 
office building, in the heart of downtown Dallas, F.S.A., is vice president and 
will provide a fully-integrated business center shief actuary 
containing more than 1,500,000 square feet of _— yo se 
floor area. George N. Emory is now vice 
Included within the structure will be the president and John E. Crane 
ultra-modern 42-story Southland Life Tower, the 
28-story Sheraton-Dallas luxury hotel tower, and f 
a complete shopping and retail center. Five Life of New York. 
below-ground levels will provide space for a William G. Coggeshall, formerly 
2.500-car daily capacity garage. Foundations are a : 
included in present construction for the future fire claims manager, has been 


addition of another office tower of 32 stories. named an assistant vice presi- 


financial vice president of Home 


. 
=. \ 


ees 


We pay tribute to the agents, employees, dent of the Home Mutual In- 
stockholders, policyowners and friends who surance, Appleton, Wis. 

have contributed so much to the growth of G eg ae ‘heres = 
Southland Life and the realization of our reorge Grace is in charge of in- 
Se eer c we: -. dreams for a great Southland Center. surance services, a new posi- 

SOUTHLAND CENTER ° . 74s ae 
tion at Ohio National Life. He 
was previously director of 

64 Branch Offices Southland group and pension sales. 
Home Office © Dallas, Texas Thomas J. Spellacy, Connecticut 
Division Office Washington, D.C. Insurance Commissioner, died 
December 5 while attending the 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP winter meeting of the National 
Continued on page 8 
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The American lady, resident in 
France, was almost frantic as she 
unpacked. 

A three-centuries-old jade carving 
lay shatte red in its case! Back in the 
U. S. A. it had been insured for 
$3,000. 

The lady was in tears when she 
called the local insurance man, Amer- 
ican International Underwriters’ 
representative in Paris. He did more 
than pay a claim. He spent weeks in 
searching for an expert in the re- 
pair of antique jade! 

When the work was completed, the 
owner gasped: “But where are the 
cracks?” It actually took an ultra- 
violet lamp to reveal the masterful 
repairs. 

AIU is famous for this kind of 
attentive service all over the world 


January 1958 


and famous for bringing 
profits to American broker 
agents. Private American in\ 
ments abroad have passed the 25 
lion dollar mark—a great opport 
for American insurance cov 
overseas risks. 

AIU policies are written 
miliar American terms. T] 
required are the same as f 
tic risks. Claims are paid prompt: 
in the same currency as premiums 
including U. S. dollars where | 
laws permit. 

You don’t have to be an expert to 
handle foreign risks. Take them to 
AIU — and AIU is your expert. For 
full information and literature, 
write Dept L of the AIU office near- 
est you. Or call in person. 


cal 


Puzzle: 
find the 


$3,000 
cracks 


All 


AMERICAN 
INTERNATIONAL 
UNDERWRITERS 


Boston ( 3Z0 Dalla e Detroit 


New York 


sa Washington 





FRANKLY... 


we don’t expect you to take on PLM just because we’re nice people (at 
least we hope we’are). No; there are a dozen reasons why—every one of 
them sound. Here’s one: PLM has an exceptional record of prompt, 
round-the-clock claim payment—$41,427,064 paid (to date) in losses 
since founding. We'll be glad to give you more of the reasons why we 


think you'll be profitably happy representing PLM. Why not drop us a line. 


Writing FIRE and ALLIED LINES : 
“In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building ¢ Philadelphia 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 


These Names Make News 


Continued from page 6 


Association of Insurance Com- 
missioners. 

Robert D. Allen has been ap- 
pointed assistant State Insur- 
ance Commissioner and counsel 
in Oklahoma. 

Bryan C. Brown is counsel to the 
American Mutual Insurance Al- 
liance. For 31 years, he had 
been secretary to the Joint Cor- 
gressional Committee on Inter- 
nal Revenue Taxation. 


Jerome Gillroy has 
joined Valley Forge 
Life as vice presi- 
dent. 

Valley Forge is 
the life affiliate of 
American Casualty, 
Reading, Pa. 


Francis X. Boylan has been made 
assistant to the general man- 
ager of the Nuclear Energy Lia- 
bility Insurance Association. 
He had been an _ underwriter 
dealing with special risks for 
Indemnity Insurance Company 
of North America. 

Leon L. Tracy, formerly with Pru- 
dential Life, has joined Bank- 
ers Life and Casualty, Chicago, 
as vice president in charge of 
sales. 

Arthur L. Polley, vice president 
of Hartford Fire, has been 
elected president of the East- 
ern Underwriters Association. 
Charles M. Close, executive vice 
president of Great American 
Insurance, was elected a vice 
president. 

Dr. A. Henry Clagett, Jr., has 
been appointed medical direc- 
tor of Continental American 
Life, Wilmington, Del. 

Dr. James P. Donelan, vice presi- 
dent and medical director of 
the Guarantee Mutual Life, has 
been elected executive commit- 
tee chairman of the Medical In- 
formation Bureau for 1958. 

Burkett W. Huey has been elected 
an officer and director of insti- 
tutional relations for the Life 
Insurance Agency Management 

Continued on page 54 
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Are you up-to-date 
with New England Life? 


AUTOMATIC MONTHLY PREMIUM 

Under the AMP plan New England draws a monthly check for the premium 
on the bank authorized by the policyholder. This payment is actually lower 
than it would be on the usual monthly premium basis. 


ALSO: monthly premium rates for salary savings and pension trusts on 
Consolidated Premium Billing plan have been reduced. All cases with ten or 
more policies are eligible. The same rates apply that are used for policies under 
the AMP plan. 


EXTRA MONEY FOR 1958 DIVIDENDS 

$1,500,000 more than required for normal increment due to company growth 
has been added to the dividend allotment for 1958. This represents a partial 
or general increase in New England Life’s dividend scale for the 5th consecu- 


tive year. 


DIVIDENDS NOW GRADED BY SIZE ON NEW ISSUES 
Larger policies get increased share of dividends no reduction in gross 


premiums. 


LARGER SURRENDER VALUES 
Guaranteed on ordinary life policies of $15,000 or more issued after Novem- 
ber 1, 1957, and women policyholders at age 28 and over will get an extra 


dividend in addition to the regular dividend paid to men. 


NEW ENG LAN D 
Mall LF B eae 





The value of complete PROTECTION 


You should protect your clients against the bleakness 
of financial loss as completely as the bear is protected 
against the elements. Show them that today’s rising 
replacement costs carry potential out-of-pocket 
penalties. Protect them with modern 

comprehensive package policies. 


The current advertising program of 
the National Board of Fire Under- 
writers offers @ fine opportunity for 
tie-in advertising in your local area. 
Take full advantage of the material 


provided for you by the N.B.F.U. ze 





S 





Lal 


—“— 


eee me a 


CRUM & FORSTER G 
of Insurance Companies 


CASUALTY «+. FIRE «© MARINE «© SUREPY 


| 


UNITED STATES FIRE INSURANCE CO Organized 1824 
THE NORTH RIVER INSURANCE CO Organized 1822 THE WESTERN ASSURANCE CO., U.S. Branch Incorporated 1851 


WESTCHESTER FIRE INSURANCE CO Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch .. Incorporated 1833 


110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT. FREEPORT, ILL. * PACIFIC DEPT.. SAN FRANCISCO + SOUTHERN DEPT., ATLANTA © ALLEGHENY-OHIO DEPT.. PITTSBURGH + VIRGINIA CAROLINAS DEPT. DURHAM WN OC 
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How do YOU sen: 


We train our men to SELL, not peddle! With Mutual of Omaha, you get 
SELLING-SECURITY, not “here today, gone tomorrow” insecurity. 
You get the real KNOW-HOW through our National Sales Training School, 
and expert on-the-job field training with the industry’s finest sales 
supervisors. 

This means you have IMMEDIATE SELLING INCOME. You benefit at 
once from Mutual of Omaha’s tremendous selling power—backed up by the 
industry’s largest national and local advertising programs. 


@ It means more money for you...and NOW! 
Don’t hesitate. Face up to this opportunity for a high-pay sales career in your own home 


territory. For details, write in confidence to Mutual of Omaha. Omaha, Nebraska, 
DepartmentSP-158.Or see your nearest Mutual of Omaha General Agent. 


Mutual & yor omana 


"NS wy, V. J. Skutt, President 


Home Office: Omaha, Nebraska SS ‘e Canadian Head Office: Toronto 


The Largest Company in the World Spe cializing in Health and Accident Insurance 
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He writes 


with a 


firm hand, too 


When he signed the Declaration of Independence, 

John Hancock wrote with a firm, strong hand. 

Today the John Hancock agent also writes with a firm hand 

in prescribing for his clients. He does this because 

he has been carefully chosen and soundly trained, and he has every 
modern facility of the Life insurance business in his grasp. 
Sureness — knowledge — Life insurance policies for every 

need — these are basic reasons why John Hancock agents can 
prescribe with a firm hand and sell consistently 

larger amounts of needed insurance. 


eS GS 
MUTUALJ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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“I like to have a little edge on the other guy when I go prospecting.” 


Beat competition with Bituminous! 


There’s a good deal to be said for “gettin’ there fustest.”” There’s 
also a lot to be said for getting there with ‘‘the mostest.” If you’re 
out for big premium writings in workmen’s compensation and 
liability, Bituminous’ rating plans, and — more important — 
Bituminous’ methods of applying them, get you there with a 
plan your big risks will accept and keep. Write for the Bituminous story. 


Bituminous 


mya] CASUALTY CORPORATION 


G 


( my Bituminous Fire And Marine Insurance Company 


ROCK ISLAND, ILLINOIS 
SERVICE B i a ‘ , ° . . 
— Specialists in Workmen's Compensation and Liability Lines 





ye owe Nl oe AND STAY OUT FRONT 


x In just 35 days... 


YOU’LL GAIN A 
LIFELONG BUSINESS 
ADVANTAGE 


¥ 


You'll benefit immediately, and all during 

your insurance career from the information and 
know-how you'll absorb at The Employers’ Group 
School. This comprehensive course of instruction and 
training has been estimated — by graduates themselves 
—to be the equivalent of at least 5 years of field ex- 
perience. As such it gives you the power to “sprint” ahead 
of competition, and to arrive at your top production and 
earning capacity much faster than would otherwise 


be the case. 


Yet, this opportunity to step up your selling power costs 
you little more than the time involved. There is no charge 
for the schooling, and other costs are held to the mini- 
mum by the special living accommodations the company 
arranges for you. 

Next session begins March 3. Classes are limited in size, 
so apply IMMEDIATELY. Plan now to go back to 
school — and you'll be better equipped to build busines 
as the nationally known “Man With The Plan”. 











Write to us, or the branch office 


nearest you for further information. 


EXPANDED FACILITIES Plan NOW ‘o — 
MORE CLASSES 
> mmmnae . 
48th SESSION MARCH 3 - APRIL 18 THE EMI LOY ERS GROUP 
sOth SESSION Sept. 8 - oct. 24 SCHOOL 


Sist SESSION ocT. & NOV. 21 
52nd SESSION NOV. 3 DEC. 19 


rue Employers Group 


OF INSURANCE { } COMPANIES 

















Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 
110 MILK STREET. BOSTON 7. MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD + THE EMPLOYERS’ FIRE INSURANCE CO * AMERICAN EMPLOYERS’ INSURANCE CO. + THE HALIFAX INSURANCE CO. OF MASS 
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James E. BAEHR 


San Diego, California 
November 27, 1957 
Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

This is the greatest company and business in the world! When my fine asso- 
ciate, Ed Chilton, brought me into the business a little over two years ago, I 
had no idea of the thrills and fine income I would receive. 

First, I won a beautiful wrist watch for qualifying for the 60 Club—60 cases 
in 60 days. I have just received word that I have qualified for the Million Dollar 
Round Table during my second year in the insurance business. 


Now as to my earnings: 
First year. . . . ... +... =. . . imexcess of $ 8,000 
Second year . ........ . . . imnexcess of $20,000 


I look forward to “Ceiling Unlimited” in my future. 


These wonderful years of my life have been made possible because of un- 
stinting cooperation from our home office and the best kind of leadership from 
our State Manager, George Landis. 


Sincerely, 


James E. Baehr 


An agent cannot long travel at a faster gait than the company he represents! 








Lhe Friendly 
FIRANIKILAN ILIIFTE coxeasy 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Six Hundred Million Dollars of Insurance in Force 
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got a few hours a day 
to work a gold mine? 


With Combined’s Wholesale Group Plan you're in 
for some mighty profitable prospecting in the acci- 
dent and health field. In just a few hours a day— 
the time you spend between appointments—this 
Combined Plan can do wonders for your income. 

Here is one of the most remarkable small-group 
A&H coverages ever devised. Complete with sales 
tools, it’s a salable package to practically every 
small business you'll find listed in your phone 
book: service stations, jewelry, grocery, furniture 


° * 
Combined Group of Companies 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 


For further information Circle 53 on Card on page 41 


stores, theaters, hardwares, real estate firms— 
you name it! 

The Plan provides comprehensive A&H and 
Hospital-Medical-Surgical coverage for 5 or more 
employees—even covers pre-existing conditions! 

If you haven’t made your strike in the rich 
A&H field, now is the time to get started. Mail 
the coupon below—and find out about Combined’s 
Wholesale Group Plan—a gold mine you can 
work in your between-appointment hours. 


Combined Insurance Co. of America, Dept. 2 | 
5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


MAIL 
THIS 
COUPON 
NOW! 


Name 





Address 





City. State 
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Fire Losses and a New Approach 

The current generation of Americans does not 
seem to respond to public admonitions against 
carelessness. Despite well devised public cam- 
paigns designed to cut the incidence of accidents, 
the automobile each year takes a heavier toll of 
destruction and death. Crimes and 
delinquency continue to plague society. And 
fire which has been fought in every city and 
hamlet in the country with aid from state and 


juvenile 


lational administrations reached an all time 
record for loss costs in the year 1957. No 


wonder fire insurance companies suffered under- 


writing losses and fire underwriters look with 
gloom and despair to the future. 

In 1957 fire caused 11,300 deaths and property 
losses totaling $1,275,000,000. In 1956 there 
were 10,600 deaths while property destroyed was 
valued at $1,231,576,000. Included in the 1957 
figures are losses of $1,050,000,000 in buildings 
and contents, and $225,000,000 in aircraft, auto- 
mobiles, forests, and other non-building fires. 
Of the deaths about one-half—5,650—were 
caused by the burning of homes. 

Considering the millions of dollars spent in 
an all-out effort to cut down accidents, fires and 
other loss-causing forces, the accomplishments 
are not yet bringing measured decreases in 
deaths or property costs. Perhaps present tech- 
niques are faulty and new approaches must be 
made in the direction of the prevention and 
elimination of the waste occasioned by these 
destructive forces. 
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Critical Year—Again 

The year ahead will be a critical one for the 
nation. Each year since 1776, this statement 
has been made by editors and economists, by 
politicians and prophets. Each year there has 
been some justification for the statement for 
them to anticipate a crisis. Our nation being 
strong and our people courageous, however, his- 
tory alone will give the record, which, as in the 
past, will be one of victory over trial and fear. 

Insurance, with industry, trade, and every 
commercial activity, must be alert to see that 
its services are always available and ever adapt- 
able to a changing economic order. To main- 
ain usefulness, no effort designed toward the 
improvement of techniques and the betterment 
of customers and public relations can be neg- 
lected. No opportunity to facilitate complete, 
permanent and adequate coverage for every life 
and property owner can remain untried by the 
modern underwriter. 

Confident that insurance men everywhere will 
continue to meet the demands made by business 
men, family men, and home owners, and to pre- 
serve on high the standards of insurance protec- 
tion and service, THE SPECTATOR wishes and ex- 
pects that even though the vear ahead be critical, 
insurance will record prosperity and productive- 
ness with beneficial service to the American 


J fel: €ocllow 


people. 


EDITOR 





spectator’s daily reports 


selected news items from industry and business of importance 





by Ray Stroupe 


Capitol Headlines 


Better channeling of complaint information to state insurance 
officials is agreed to by Federal Trade Commission. FTC commis- 
sioners approved this policy in a recent meeting with a committee 
of the National Assn. of Insurance Commissioners. They met 
to discuss accident and health insurance advertising. 


Life insurance and accident and health plans in the automobile 
industry are surveyed by U.S. Labor Dept. Two company plans 
specify $5,500 in life insurance for a worker paid $2.30 an hour. 
Others provide from $4,800 to $5,200. Accident and sickness pay- 
ments range from $45.50 to $60 a week. 


Civilian doctors and hospitals were paid $43 million for care of 
servicemen’s dependents in the year ended Dec. 7. It was the 
first operating year for the so-called “Medicare” program. Taking 
part in it are 41 pct of Air Force personnel with families, 32 pct 
Navy, and 25 pet of Army. 


American Life Convention and Life Insurance Assn. of America 
will state their proposed tax law changes to Congress. They will 
cover annuity valuations under gift and estate tax rules, discrim- 
inatory taxes on insured pension plans, extension of exceptions to 
transfer for value rule, and fixed benefit deposit plans. 


Current federal rules do not insure safety aboard small craft, 
the National Small Boat Safety Conference concludes. Conferees 
have urged that the Coast Guard be ordered to write new equip- 
ment regulations after public hearings. Spokesmen for insurers 
and the marine industry attended the conference. 


Casualty companies with no general agents must report to the 
government each year payments of $600 or more to soliciting 
agents. A recent Internal Revenue Service ruling calls for filing 
of two information forms, Nos. 1096 and 1099. Prizes and com- 
missions are to be counted in computing the $600 a year. 


Dividends the Veterans Administration will mail in 1958 to 
5.3 million veterans will amount to $262 million. World War II 
veterans will get $240 million in National Service Life Insurance 
disbursements. The other $22 million covers U. S. Government 
Life dividends to World War I veterans. 


Chronic disabilities plague about four out of ten Americans, 
reveals Dr. Leroy Burney, U. S. Surgeon General. His information 
is from results of a national health survey, appearing in January. 
Findings show that the nation isn’t taking proper preventive 
action against disease, he warns. 


December 2—Insurance Company 

of North America and ten 
other companies have underwrit- 
ten fire and extended coverage on 
the nation’s first full-scale civil- 
ian nuclear power station at Ship- 
pingport, Pa. 

Final details of the coverage 
were worked out and the insur- 
ance was in force today, the date 
chain reaction was started in the 
atomic furnace. Lannan & Co. of 
Pittsburgh were North America’s 
agents in the transaction. 

A Pittsburgh area utility, the 
Duquesne Light Company, is op- 
erating the station under contract 
to the Atomic Energy Commis- 
sion. A 
form of policy was tailored to 


special “manuscript” 
dovetail with the conditions of 
that contract. The policy provides 
fire and extended coverage on the 
Duquesne buildings and contents 
for loss or damage not arising 
from nuclear materials. 


December 5—Life of North Amer- 

ica has issued the first of its 
mortgage payment life and dis- 
ability policies tailored  specifi- 
cally to augment the INA Home- 
owners Policy, Edmund L. Zalin- 
ski, executive vice president, has 
announced. 

Agent Chandler Gillespie deliv- 
ered the first of the new policies 
December 4 to Earl H. Cunerd, 
vice president of Philadelphia’s 
Girard Trust Corn Exchange 
3ank. 

The new coverages provide 
funds for mortgage payments in 
the event of the insured’s death 
or disability. Life coverage con- 
sists of term insurance for the 
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for insurance men 





period of the with a 


mortgage 
face amount that decreases as the 


Ac- 


will 


mortgage balance decreases. 


cident and sickness benefits 


pay a monthly income to help the 


1 


home monthly 


owner meet his 
mortgage payments for as 
The A & §S 


is guaranteed renewable for the 


duration of the 


long as 


two years. coverage 


mortgage, with 


the company reserving the right 


premium rates on a 


December 5—An automobile ac- 

cident in Washington, D. C. 
vesterday took the life of 
B. McHaney, 
American Life and currently serv- 
ing as president of the American 
Life Convention. 


Powell 
] 
| 


president of Genera 


Later, on December 9, a special 
meeting of the ALC Executive 
Committee elected Harry J. 
art president of the Convention 
for the balance of Mr. McHaney’s 
term. 
West 


Cisco. 


Stew- 


Mr. Stewart is president of 
Life in Fran- 


Coast San 


enrollment 
LUTC 
that 18,176 life un- 
derwriters have taken their places 


in 952 LUTC classrooms. 


December 12 — Final 
figures for 1957-58 


courses show 


“Sugh an enrollment 
Loran E. Powell, 
Managing Director of 

Underwriter Training Cour 


stated 


significant not only of the 


LUTC 


field underwriter, but of 


fidence placed in 
his abid- 
ing desire to constantly improve 
and increase his ability 
in the business of sellit 

insurance.” 

enrollments in 

and sickness 


Since 


accident 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


AYMENT of more 


$150 million in 


il 


than highly expensive illnesses — it 


benefits to is pointed out that such a ca- 


government empl V lamity could come to 


The 


there 


anyone 
ine in ; } y : 7 kL “InN 

ipating in the satisfaction of Knowing 
surance program would be protecti 


. on "an recciTre . ° 
in renewed pressure against such a misf 
gress ft aut} “i7e “Ou “OV } 

gres to autnorize gi 3 would seem 
erage for medical « 


lays. More than 95 per cent of 


to justify the small 
major expense of such group cover- 


Seg ; : : : ‘ Nevertheless, 
federal empioyees have elected es ca ae 
ae rincip: argument 


to join tne ll Insurance 


ul al 


that is the 


age. 


. : 
being used 


: . the proposal. 
group. In a large proportion dest: ; 2 : 
: ; - Administration of union wel- 
of cases the group policy 


has 


pay- ; ail eh ; 
. > 43 fare funds wil! be made subject 
ment provided the major sataalatae P ‘ . 


; ] ° 
° to state j urance laws under 
part of the estate. to state Insurance iaws nder a 


While it is true tha proposal which will be pressed 


oe } | en - _/ o_ at hi 2eeQn? ’ ,ore by 
medical insurance would pay at tnis session Congress | 


the author of the bill, Senator 
William F. Knowland, the mi- 


have 10rity leader. 


} ++ ™ 1] . 
benefits to only a small per- 


of employees those 


happen to 








1956, according to the 
Allian 


total of remi ; of the nation’s 


begin in February, 


1958, are also expected to set new Insurance 
records, the aggregate 
Life and A & S course enrollments mutual fire insurance « 


may involve well over 20,000 stu- about $850.000,000, 


dents. 


December 18 — 


7.5 per cent. Pre 


Mutual fire and of the nation’s 203 mutual 


casualty companies wrote $2,- insurance 


companies wer 


750,000,000 in premiums during bout $1,.900,000,000, t 


up 9 per cen 


1957, an &.5 per cent increase over 


Continued on Page 20 
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Daily Reports 
Continued from Page 19 


from 1956. , 


The AMIA report indicates that 
losses paid in relation to pre- 
miums during 
1957 one of the sharpest rises in 


insurance history, and that many 


written showed 


insurance companies of all types 


will show substantial losses of 


surplus in their vear-end state- 
ments. 


Worst 
automobile 


experience was in the 
field. 
increases approved by state insur- 


accident Rate 
ance regulatory authorities were 
enough to check the 
trend. The report says it may be 


necessary to seek added increases 


not large 


in auto insurance rates in many 
areas during 1958. 


Mortality Up in 1957 


December 20—Reflecting largely 

the outbreak of Asian influ- 
enza, general mortality in the 
United States increased moderate- 
ly in 1957, according to statisti- 
cians of Metropolitan Life. 

National death rate for 1957 is 
estimated to be 9.6 per 1,000 popu- 
lation, compared with 9.4 for 1956. 
It is the tenth year in succession 
to record a rate below 10 per 1,- 
000. 

Since the beginning of Septem- 
ber, the acute upper respiratory 
including Asian influ- 
enza, have disabled about half the 
population for at least one day, 
according to the current National 
Health Survey. Although the case 
fatality rate for the respiratory 
diseases has been relatively low, 
death rate from influenza and 
pneumonia as a group increased 
in 1957, rising to about 34 per 
100,000. This is the highest rate 
in about a decade, but less than 
half that recorded in any year 
prior to 1941. 

“One of the outstanding fea- 
tures of the year’s health record 
is the marked reduction in cases 
of poliomyelitis,” the statisticians 
report. “About 6,000 cases of the 


diseases, 
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Milestones 


Samuel Milligan has retired as 
senior vice president of the Met- 
ropolitan Life. He joined the 
company in 1906. 

Charles E. Swan, treasurer, has 
retired after 62 years with Amer- 
ica Fore. Vice President Henry 
A. Keck, completing 52 years of 


service, has also retired. 


Shown above (I. to r.) are Arthur D. 
Cohen, secretary of Fidelity and Casualty, 
also retiring after 52 years; Keck; Swan 
and J. Victor Herd, chairman and president 
of America Fore. 


Louis E. Ames, cashier of 
Aetna Life Affiliated Companies, 
has retired after over 55 vears of 
service. Mr. Ames joined the com- 
pany as a switchboard operator 
in 1902 when the 
board was being installed. 


first switch- 


Daisy Rankin has been elected 
president of the Twenty-Five Year 
Club of the National Board of 
Fire Underwriters. Miss Rankin 
is chief of the loss record division 
of the Board’s actuarial bureau. 

Charles M. Corey was honored 
at a luncheon marking his 50th 
anniversary with the John Han- 
cock. He is administrative super- 
visor in the district agency de- 
partment. 


Stuyvesant Insurance has honored Robert 
Kelly Prentice (I., above) for 55 years of 
service as a company director. Commemo- 
rative tray was presented to Mr. Prentice, 
94 years old, by President F. Reed Wills. 


disease were reported in the 
United States during 1957. This 
compares with more than 15,000 
cases reported in 1956, about 29,- 
000 in 1955, and with nearly 58,- 
000 in 1952. The low 
cases in 1957 resulted partly from 
the wide use of the Salk vaccine. 
It now seems that ultimate eradi- 
cation of poliomyelitis is a dis- 
tinct possibility.” 


level of 


20,000 Casualty Bills 


December 20 — “Most prolific’’ 

year for legislation affecting 
the casualty and surety business 
summarizes 1957, according to the 
report of the law department of 
the Association of Casualty and 
Surety Companies. 

“Well over 20,000 bills were ex- 
amined by the law department 
and, of these, the staff recorded 
and followed closely some 12,700 
measures,” Ray Murphy, general 
counsel, declared. “As a result, 
member companies of the Associa- 
tion received 2,629 ‘bi!l’ memo- 
randa and 1,590 ‘now law’ memo- 
randa with texts of the new laws.” 

Compulsory automobile liability 
insurance bills, patterned for the 
most part either after the New 
York law or the so-called 
responsibility” or “misdemeanor” 


“equal 
proposals, were introduced in 31 
states, the report points out. Of 
all these bills, only one—in North 
Carolina—was enacted. The new 
North Carolina statute, which will 
become effective on June 1, 1958, 
is similar in many respects to the 
New York law. 

Unsatisfied judgment fund bills 
were introduced in 13. legisla- 
tures, but only one was enacted, 
in Maryland. The Maryland law, 
which will become fully effective 
on June 1, 1959, follows the pat- 
tern of the New Jersey law. 

Amendments to existing Finan- 
cial Responsibility Laws, enacted 
in 21 states, included increase in 
liability limits in five states; a 
provision that accident reports 
contain insurance information, in 
Wisconsin; the addition of reci- 
procity provision in four states; a 
requirement of future proof in 
the event of convictions, in Flor- 
Hampshire 


ida; and a New 
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amendment making uninsured mo- 
torists coverage mandatory in the 
standard automobile liability pol- 
icy. 

In the area of litigation, the re- 
port several dealing 
with disclosure of policy limits. A 
circuit court in Florida issued an 
order requiring the defendant to 


cites cases 


disclose his policy limits. On ap- 
peal the Florida supreme court re- 
versed the lower court and re- 
fused to permit the disclosure of 


policy limits. 


In a decision involving the 


same point, however, the Illinois 


supreme court sustained an order 


requiring disclosure of policy lim- 
its. A rehearing has been re- 
quested by the Association, to- 
gether with the American Mutual 
and the Na- 


tional Association of Independent 


Insurance Alliance 


Insurers. 
Continued on Page 22 





Traffic Violators Cause 8 of 10 Fatal Accidents 


December 15—Traffic law viola- 
tions continue to rank as the 
cause of more than eight out of 
ten fatal automobile accidents. 
Forty-six state police or traffic 
safety departments, participating 
in a study of 1957 Labor day fa- 
talities, reported 442 fatalities in 
376 84.2 per 


them involving a traffic law viola- 


accidents- cent of 


tion. 
The study, made by Kemper In- 


‘ 


surance Central Automobile Safe- 
ty Committee, asked state officials 
to indicate a specific traffic law 
violation or driver error responsi- 
ble for each Labor day fatality in 
their state. 

“The state - by - state 
showed that driver error was in- 
volved in 51 fatalities, 11.5 per 
total fatalities on which 


we were able to secure reports,” 


analysis 


cent of 


declares Hathaway G. Kemper, 
president of Kemper group. 

“No specific cause could be at- 
tributed for 19 
senting the remaining 4.5. per 
cent of fatalities,” he adds. 

“These findings lend further 
support to a study we made two 
ago which that a 
law violation was involved 


fatalities repre- 


years showed 
traffic 
in 88 per cent of all fatal acci- 
dents.” 

Reports from the various states 
that 
cluding speed too fast for condi- 


showed excessive speed, in- 


tions, was the number one killer, 


causing 149 s—33.7 per 
cent of all Labor day week end 


£4 itioc 
ratailties 
] 


leohol ranked a close second 


l 
A 
I 


is 1e cause of fatal accidents, 


Kemper pointed out. “Drivers un- 
der the influence of 


involved in accidents causing 102 


alcohol were 
fatalities, 23.1 per cent of the 
total.” 

the study “provide 


Findings of 


January 1958 


additional support for our conten- 
tion that strict and impartial en- 
forcement of realistic traffic laws 
offers the quickest and most dra- 
matic means of reducing fatali- 
ties on our highways,” he as- 
serted. 

The Report concluded, “The 
vast majority of drivers are law 
abiding; they deserve protection 
from the small but 
which 
proper regard for the welfare 
and others. If this 


group of potential killers won't 


dangerous 
group refuses to evidence 


themselves 


obey laws voluntarily, strict and 


impartial enforcement of realistic 
traffic laws must be employed to 
deter them. 

“In order to carry out their job 
most efficiently, our state, county 
and municipal police officers must 
have the co-operation and assis- 
tance of government and the pub- 
lie. 

“Government 
most effective tools for proper en- 
forcement. The committee believes 


can provide the 


t all enforcement agencies 
ld benefit from enactment by 
state legislature of the Uni- 


Vehicle code.” 


Traffic Law Violations 


Specific traffic law violations and number of fatalities caused were as follows: 


Violation 
“Excessive speed 
**Had been drinking 
Pedestrian violation 
Failure to yield right-of-way 
Following too closely 
Improper passing 
Crossed over centerline 
improper turning 
Disregarded traffic signs 
Improper parking 
Reckless driving 


Total Fatalities Caused by Law 
Violations 


Percentage 
of All 
Fatalities 


Percentage of 

Number of Law Violation 
Fatalities Totals 
149 40.0 

102 

35 

22 

1 

16 

19 

3 

20 

2 

3 
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372 


Driver Errors 


Specific driver errors and number of fatalities caused were as follows: 


Driver Error 


inattention 

Driver fell asleep 
Lost control 

Improper judgment 
*Defective equipment 


Total Fatalities Caused by Driver 
Error 


Percentage of Percentage 
Number of Driver Error of All 


Fatalities Totals Fatalities 


5 9.8 +. 
17 33.3 3. 
18 35.3 4. 

13.7 1. 
79 0. 


10€.0 11.5 





Daily Reports 


Company Aids Capital Redevelopment 


oil x . ey “os 


‘ — a ag eS 
Continued from Page 21 <r . 


December 31 — Establishment of 
new life protection in 1957 
attained the highest level yet re- 
orded, reports the Institute of 
Life Insurance. <An_ estimated 
amount of $66.5 billion of new 
ife insurance was bought during 
the past year, approximately $11 
llion more than the 1956 total 
and an amount comparable to the 
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tal life insurance in force at the 


dad 
ma. 


end of 1925. 
Estimated ordinary insurance 
irchases of $46.2 billion ac- 
inted for more than two-thirds 
the life insurance bought in 
1957, with a year’s gain of nearly Architects drawing of eight-story apartment building and modern row houses in 
$10 billion reflecting, in part, the the Southwest Redevelopment area in Washington, D. C. Project is to be 
financed by a $5.8 million mortgage loan from the John Hancock Mutual Life. 
; , Loan will permit early construction of the first rental units in a huge 600-acre 
ersonal protection such as the tract comprising one of the largest clearance redevelopment projects ever 
family plan and the adjusted pre- started in the U. S. Nearly 300 acres will be used for streets and an expressway. 
, ; ‘ eee . Remaining land is for federal office buildings, parks, schools, churches, com- 
mium offered on the purchases of . “td: ‘dential ; ay < 
se munity buildings, residential and commercial structures. Buildings being financed 
irger policies. by the John Hancock, at below-market rates of interest, will occupy 8.23 acres, 
provide 400 apartments and 80 single family row houses. 


¢ 


ublic’s response to new forms of 


Group life insurance purchases, 
estimated at $14 billion in 1957, 
showed a gain of approximately 





$1.6 billion over 1956. This gain 
was accounted for primarily by 
the new group life insurance pro- 
gram insuring employees of the 
Bell Telephone System for an ag- 
gregate $1.5 billion, the largest 
labor-management negotiated life 
insurance plan. Industrial life in- 
surance purchases were down 
slightly to $6.3 billion. 

As the year closes, 109 million 
persons own an estimated $456 ©. Kelley Anilssuin, gradient Freser 6. Wide, precident 


billion of life insurance. The net of New England Life, was of Connecticut General Life, 
elected board chairman of became president of the Life 
: the Institute of Life Insurance Insurance Association of Amer- 
the year amounted to approxi- at its 19th annual meeting ica at the conclusion of its 


mately $43 billion. This is nearly in December. 5st annual meeting. 
10 per cent more than the 1956 
record gain and more than double 
the increase reported just seven in raising their own level of life The 1958 increases vary from 
years ago. insurance protection, there is driver to driver, younger ones and 


increase in insurance in force in 





room for material expansion be- those with accident records being 
yond even the present high level.” the hardest hit. Rate increases 
also vary in the 70 different rat- 
ing areas, with advances ranging 
from 3 per cent to 35 per cent. 


“Impressive as these figures 
are,’ noted Holgar J. Johnson, In- 
stitute president, “the average January 1, 1958 — On average, 
ownership per policyholder is only Canadian car owners. will 
slightly more than $4,000. An have to pay 20 per cent more for 
average family amount of $8,300 automobile insurance in 1958. Here are the average increases 
of life insurance protection repre- This is three times the size of the by provinces for private cars over 
sents just one and a half times average increase brought into ef- rates in effect at the beginning of 
basic annual disposable income. fect at the beginning of 1957. At 1957. 

While significant progress has the start of 1956 an average de- Drivers whose policies came up 
been made by American families crease of 6 per cent was effected. for renewal in the last five months 
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Private 
passenger 
cars 


increase 


Nova Scotia 18 
New Brunswick 22 
Prince Edward Island 
Newfoundland 

Quebec 

Ontario 

Manitoba 

Alberta 18 
British Columbi 21 
All ( 


‘anada ave 19.8 


f 1957 had to pay—on 
rates 5 per 
higher than those 
the beginning of the year. When 


average 
cent to 7 per cent 


in existence at 


policyholders renew in the 
last half of 1958, the increase they 
paid will be taken 

Lillian D. Millar 


these 


have alrea dy 


into account. 


Home Nursing Cuts 
Hospital Costs 


January 3—Hope for shortening 
hospital adding 
home nursing care for 


Stays by 
period of 
five- 
Asso- 
New 
in cooperation 


indicated by a 
vear study conducted by 
ciated Hospital Service of 
York (Blue 


with local hospitals and 


atients is 


Cross) 
visiting 
nurse agencies. 

Results of the 
the combination of 
home nursing services 


study show that 
hospital and 
as part of 
the Blue Cross program could re- 
duce the costs of illness by allow- 
ing patients to be discharged ear- 
lier by the hospitals. 

The study was based on the ex- 
500 hospitalized Blue 
subscribers. Early 


perience of 
Cross dis- 
charge from the hospital and sub- 
sequent home nursing care for 
in the 


hospital 


subscribers resulted 
7,948 


these 
saving of days of 
care, the report states. 

eo 


A total of $73 
shortening of headin] stays. 


,432 was saved by 
This 
exceeds the $25,- 
AHS for 


Savings to 


amount greatly 
$25 which was paid by 
service. 
amounted to more 
the report explains, 
those who partici- 
previously 


visiting nurse 
the patients 
than $79,000, 
since most of 
pated in the 
had received full Blue Cross bene- 
21 days of hospital care. 


project 
fits for 
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LIFE INSURANCE GAINS IN 1957 


PURCHASES OF NEW LIFE INSURANCE IN U.S. (in billions) 


1957 COOOOGOOOOOOOOSESGOGO Gt $66.5 
1956 COOOOOOOSOGOCOSOOGOOL $55.3 
1947 BOOOOOCCL $22.4 





LIFE INSURANCE OWNED AT YEAR-END (in bitions) 
1957 BBEBEEREB GER GEBEEEEBeE BBE) 5. 0 
956 BERBEBERRREBBERERRBRBBE 412. 
47 BERBBRBPBEH ;126.0 





LIFE INSURANCE BENEFITS PAID TO AMERICAN FAMILIES 
n billions) 
195] ZZ, $77 
1956 ZZ ce 


1941 LZ $3.0 





FUNDS HELD TO SECURE POLICIES (Assets of U.S. Life Companies) 


1957 COVWCOOBGCOWCOUHOOL nee 
1956 OW CHEE COSCCEECEEG 596.0 
1947 ESGSGOOCE 5517 


Institute of Life Insurance 














Company News ee 


Continental Insurance, 
of the America Fore Group 
has acquired more than 80 per Key 
cent of the 
Insurance, Newark, N. J. Term to issue up to 
of the t 


me mber 
Life 


L000 
exchange offere $100 | 
shares of Continental for Seaboard Life, 
20 of Firemen’s. acquired by 
A. Sammons of Dallas, Tex., investors. 
has acquired a majority inter- farold 
est in the stock of Midland Na- sales 
Life, Watertown, S. D. Mutual 
acquired from Life . 
Richmond, Va., 


Miami, 
a grou] 
Company’ 


‘onsultant. 
tional Benefit 
Stock I 
Company, Ince., 
and Murchison Dal- ral agent. 
las. No change in personnel 


Life, 


was 


interests, 


DIVIDENDS 


Amount 
per Share 
Company Quarterly 
American Re-Insurance $.25 
Anchor Casualty 433, 
Cum. Conv. Pref. 
25 


common 
Glens Falls 25 
Home .50 
Lincoln National Life .35 
Maryland Casualty 3714 
Ohio Casualty 42 
Western Casualty & Surety .30 


American Re-Insurance .30 
Ohio Casualty .06 


Interstate Fire & Casualty $.38 
Southwestern Fire & Casualty .50 


1, . > > Y) 
Vaiue common 


Berney, remain 


» Agency, Ltd., is the 


Insurance Company 
stock of Fireman’s St. Louis has been author 


Newark, 


awall. 


gen- 


Continued on Page 38 


Record 
Date 

Dec. 

Dec. 


Dec. 





Insurance Building Facts 


New Homes, New Branches for 





Above is the $9 million home office of 
State Mutual Life of America, Worcester, 
Mass. Building contains 500,000 sq. ft., 
set on a 3l-acre site. Construction is 
of concrete and steel with granite facade. 


& 


Michigan Millers Mutual (below) occupies 
its new building at Lansing. Of steel and 
concrete construction, home office is set on 
eight-acre tract Architects: Childs & 
Smith, Chicago. Builder: Reniger Construct. 


> * 


8 Sen 
Hanan 
nnn ae _ 


REE Hee wae 


Keene, New Hampshire. Corner- 
stone laying ceremonies were 
conducted recently at the new 
home office of Peerless Insur- 
ance. 60,756 square feet. Archi- 
tect and contractor: Stephen 
Tracy and Guy McMillan. 

Hampshire. Con- 
addition to 


Concord, New 
struction of an 
United Life and Accident’s 
home office has begun. 10,000 
square feet. Peerless currently 
owns 80 per cent of stock. 

Worcester, Massachusetts. Dedi- 
cation ceremonies were con- 
ducted by State Mutual Life As- 
surance of America on Novem- 
ber 19 at its new multi-million- 
dollar home office building. 
Massachusetts Governor Foster 
Furcolo and Philip M. Talbott, 
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AT TOP RIGHT the newest and largest of 
State Farm's regional offices. Midwest 
office, in Bloomington, Ill., was occupied in 
the late fall, cost $1.25 million. 


MIDDLE picture shows architect's drawing 
of Reserve Life's enlarged and modernized 
building in Dallas. When completed early 
in 1959, alterations will provide space for 
all company departments under one roof. 


president of the U. S. Chamber 
of Commerce participated. 

Hartford, Connecticut. Hartford 
Fire has bought the former 
U. S. home office of Caledonian 
Insurance of Scotland, sold last 
year to Peerless Insurance. Ap- 
proximately 38,000 square feet. 
Building adjoins Hartford Fire 
Group’s training center. 

Hempstead, Long Island. Fire- 
man’s Fund has opened a new 
local office. 10,800 
square feet. Construction is of 
aluminum with glass and metal 
panel inserts. 

New York, New York. 
Fire has moved and 
dated its New York City opera- 
tions at 123 William Street. 

New York, New York. Prudential 
has leased most of the 24th 
tower floor at 123 William 
Street for its Manhattan opera- 
tions. 6,036 square feet. 

New York, New York. 
Company of North America has 
leased space for their local ser- 
vice office at 110 William Street. 
31,000 square feet. Building is 
owned by 110 William Street 
Corporation, a subsidiary of 
Crum and Forster. Architects: 
Sylvan and Robert L. Bien. 
Builders: Irons and Reynolds- 
Snare. 


serv i ce 


Hartford 
consoli- 


Insurance 
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New York, New York. New York 
Life has leased the second floor 
for a general office in building 
under construction at 360 Lex- 
ington Avenue. 11,000 square 
feet. 

New York, New York. Marine Of- 
fice of America has established 
its head office on four floors in 
the new building at 123 William 
Street. 60,000 square feet. 

St. Louis, Missouri. General In- 

Inc., has bought a new 


building for its promotional and 


surors, 


sales department. 14,000 square 
feet. Two-story, colonial type 
structure, it is just east of 
agency’s main building. 
Dallas, 
started on a $1.5 million exten- 
sion of the Reserve Life Build- 
ing. Ten story addition. 60,000 


Texas. Building has 


1? 


square feet. New exterior will 
aluminum, brick and 
enamel. Architect: 
Anderson. 


be of 
porcelain 


Jacob E. 


BELOW is architect's sketch of proposed 
15-story office building and western head- 
quarters in San Francisco for John Han- 
cock Life. Building will be of reinforced 
concrete with polished granite face. Archi- 
tect: Skidmore, Owings and Merrill. Builder: 
Cahill Brothers, Inc. 


egege esse se 
aoa { ry 


i ee 
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er 
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New Engiand 


Insurance 1958—New Realism 


For a World with Satellites 


How to Re-Tool, Re-Organize, 
Re-Direct Our Industry 


| must have been a vear, more 
or less, since we saw a 


picture of a model of an earth 
satellite that was to be launched 
by American scientists sometime 
during the International Geophys- 
ical Year. Sounded fantastic but, 
for that 
of four headlights on an auto- 


matter, whoever heard 


mobile? 


Bursting Overhead 

At this writing there are two 
satellites, one dog and_ several 
odd pieces of machinery, beeping, 
barking, and bursting high over- 
head. In view of public informa- 
tion as to the purpose of these 
achievements, we need not be 
surprised or frightened. 

Nor should the fact that these 
accent 


have a_ Russian 


Surely we cannot be 


sounds 
dismay us. 
the first in every direction in a 
technology that has no limits as 
to direction. Someday someone is 
going to the moon, it’s said, and 
later on someone may go to Mars 
or Jupiter or perhaps to Venus. 

New Englanders aren’t eager to 
appoint the first Martian Insur- 
ance Agency. “Wait and see what 
kind of experience develops,” they 
Say. 

And while we’re waiting, expe- 
rience hasn’t good right 
here. It seems we have been doing 
quite a bit of hasty launching in 


been 


26 


the insurance business lately. 
There are a number of back fires, 
miss fires and from-the-frying- 
pan-into-the fires that could stand 
more study before we go running 
around lighting new fuses with- 
out even bothering to don an 


asbestos suit. 


Block Complications 

An insurance policy, especially 
in Block, has a lot of gadgets 
that don’t always work out quite 
the way they are supposed to work 
out. Sometimes the extensions are 
too extended and sometimes the 
limitations are too limited and 
sometimes there is so much red 
tape they can’t even get off the 
somebody who doesn’t 
they are sup- 


desk of 
understand what 
posed to do in the first place. 

It is time, New Englanders feel, 
that we face the possibility that 
built a 


even good 


launching pad for these so-called 


we haven’t 


multiple-line efforts. 

Before launching any more new 
projects, it would be reasonable 
to set up a good foundation and 
then look ahead and see 
direction might be the best. Then, 
we should be able to predict the 


what 


general results and be ready to 
make adjustments to correct any 
flaws in our marksmanship. 

First requirement of that foun- 
dation is a complete overhaul of 
our present classification and 
codification procedures. For ex- 
ample, there is no reason why 
Basic Code No. 8356 should not 
mean the same type of operation 
to the fire underwriter, ma- 
rine underwriter, burglary un- 
der writer, liability underwriter, 


compensation underwriter, or 
automobile underwriter. 

Next we must overhaul our 
various rating, advisory and‘ in- 
spection bureaus toward the even- 
tual accomplishment of a single 
multiple line rating authority for 
all forms of Property and Casu- 
alty insurance. 


Revise Ratings 

Even as this reorganization 
gets underway, it is essential that 
we begin immediately to revise 
our antiquated rating formulae. 
Many of our present rating bases 
are little more than a stab in the 
dark and have little relation to 
the actual underwriting problems 
involved. 

Another important step will be 
the establishment of full 
with law enforcement 
and other governmental 
ing military 


ilaison 
agencies 
includ- 
inspection and li- 
departments. This will 
facilitate a concerted program of 
standardization, 
heretofore un- 


censing 


education and 
which will add 
known unanimity to 
attempts to minimize the causes 
of accidental loss. 


a variety of 


Bigger Advisory Bodies 
Then we must 
statistical and advisory organiza- 
tions, and equip them with bi- 
noculars to foresee new insurance 
requirements and to foretell the 
effects future technological de- 
velopments may have upon exist- 
ing or contemplated underwriting 


augment our 


practices. 

With one statistical headquar- 
ters, experience data could be 
broader than anything we have 
now. With one publicity or public 
relations office, we could tell a 
consistent and significant 
to the public. 

We must 
are, determine our objectives and 
retool our plant to give efficient 
production. Neither 
policies, nor today’s underwriting 


storv 


discover where ‘we 


vesterday’s 


procedures will be adequate for 
the problems we will face to- 
morrow. 

Dreaming? Nope. New Englan- 
ders, who know how to make a 
buck, are facing 1958 with new 
realism. 
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1. Personal Income, Spending, Savings, Taxes 


"Moderately good" is The Prudential's summary of the outlook for 
the nation's economy in 1958. In its annual Business Forecast, it 
predicts, ‘Personal income in 1958 will probably rise by $14 bil- 
lion above the 1957 figure. Of this increase, about $4 billion will 
be set aside for savings and for taxes, so that income devoted to 


The Pru Pre 


purchases ... 


3. Government Purchases of Goods and Services 


. following the steady pattern of the whole postwar period 
will be up by $3 billion. Total government (federal, state, and 
local) spending is likely to rise by $5 billion, dimming the hope 
for a tax cut in 1958 but also exerting an upward influence, par- 
ticularly in the last half of 1958, on the level of business activity 

. . Private non-residential 


100 
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2. Residential Construction 


s likely to rise by $10 billion . Because of more favorable 
conditions, housing starts for the full year 1958 will total about 
1,085,000, with an annual rate of 1,100,000 being reached toward 
the end of the year. Spending on new residential construction is 
likely to rise by $1 billion above the 1957 figure . . . State and 


local government expenditures 


icts 


for 1958 


4. Business Construction and Durable Equipment 


. . . construction will fall only fractionally, and may even equa 
the 1957 figure. Purchases of producers’ durable equipment, how- 
ever, are likely to be down a somewhat greater amount. We esti- 
mate that total plant and equipment expenditures in 1958 wil 
fall by about $3 billion, a decline of approximately 6 per cent 
from the 1957 level 
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THE SPECTATOR Looks Ahead 


dvance News for the | 


The Spectator puts on its thinking cap for some free- 


wheeling guess-timates about the year we've entered. 


How Do You Merge a Man? 


“You’ll never make a life insur- 
ance salesman out of a property 
agent.” That’s not our prediction. 
We heard it and you probably have 
too. 

Nevertheless, we’re merging in- 
surance companies daily, casualty 
with fire with life. And lots of the 
mergers are based on the idea a 
fire and casualty agency force can 
write a substantial amount of life 
insurance. 

Some fire and casualty agents 
won’t be able to write life insur- 


ance. Those agents who are really 


engineers or accountants or law- 
vers won’t make the grade in such 
a highly personalized field as life 
policies. 

But agents who are salesmen— 
who could sell refrigerators to eski- 
mos—or are of professional under- 
writer caliber, those agents, we 
predict, will welcome the oppor- 
tunity to add life policies to their 
fire and casualty portfolios. 

You can make life agents out of 
them—if they are already doing a 
good job on their fire and casualty 
underwriting. 


The Actuary’s Delight— Premiums 


Graded by Size 


Almost every life company will 
be grading premiums by size of 
policy—the larger the cheaper per 
thousand—this year. 

We don’t know what difference 
this news will make to the con- 
sumer—that’s our name for the 
man who supports us, 
holder. Mr. Consumer worries, we 
understand, about what he himself 
has to pay. 


the policy- 


His mind is not con- 
about the other fellow’s 
payments or about how the com- 


cerned 


28 


pany juggles its figures to set a 
premium rate. 

But there’s no doubt that the ac- 
tuaries are delighted with pre- 
miums graded by size. Every one 
of them these days become posi- 
tively excited at the mention of 
cutting policy costs on larger poli- 
cies either with lower premium 
rates or higher dividends. 

More power to the actuaries. We 
must doff a hat to them for reduc- 
ing costs so that the life business 
can keep on expanding. Graded 
life premiums are a new milestone, 
although Mr. Ultimate Consumer 
may not know it. 


Button, Button, Who's Got 
the Pension Funds ? 


Storm is just building up on 
question of whether banking regu- 
lators or insurance commissioners 
should supervise welfare and pen- 
sion funds. 

Insurance side has inside track 
on insured funds naturally. And 
New York’s acceptance of NAIC’s 
Code of Ethics will help when leg- 
islators—state and national—try 
to decide which office fund man- 
agers will have to report to. 

All this may strengthen the pri- 
vate carriers in the pension and 
welfare fund field. 

Newest wrinkle is “flexible fund- 
ing’’ which two large companies 
announced as 1957 ended. This al- 
lows larger amounts of invested 
funds to go into common stocks— 
shades of variable annuities !—but 
keeps fixed payments and guaran- 
teed income for pensioners. 

Private insurance companies are 
battling back for their share of the 
pension fund market, and 1958 
looks their turn to win a round or 
two. 


Our Next Investigati 

ur Next Investigation 
Watch for a new Senate probe 

into insurance to be more construc- 

tive than destructive. 
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~ New Year 


The Senate Judiciary Anti-Trust 
Subcommittee will look into the op- 
eration of insurance’s sacred bul- 
wark, Public Law 15. This law 
leaves regulation of insurance to 
the states rather than to federal 
agencies. 

But the probers will find state 
regulation in better order than 
ever before. State authorities have 
a good record right now. They got 
millions of dollars back for policy- 
holders on excess auto premiums. 
They helped get court decisions to 
refute the FTC’s charges of false 
A&H advertising. 

If the Senate group’s look-see 
into insurance this year does any- 
thing, it will check federal over- 
lap into state jurisdiction over in- 
surance. 


The Year of the Underwriter 


Nominated for Man of the New 
Year: the Underwriter. Anyone 
who is careful in selection of risks 
will receive a special bonus of 
thanks in 1958. Stars awarded to 
agents saying “No” to friends who 
persist in careless driving and still 
expect careful insurance. 


e ’ 
Policyholders’ Surpluses 
Last year’s drain on fire and cas- 
ualty surplus funds will be checked 
in 1958. A cautious revival on the 
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stock exchange will help. Also 
higher premiums and more of them 
will offset more adequately the loss 
totals. 


The End for X17? 


So many objections accumulated 
for the new mortality table, X17, 
that the guess is now we won’t hear 
much more about that particular 
set of figures. But in its place 
we’re sure to get another new mor- 
tality table. Mortality rates, defi- 
ciency reserves and other objections 
to the CSO tables are too strong 
to allow use of current tables much 
longer. 


Battle of Washington 

Biggest insurance struggle in the 
halls of Congress this year will 
not be company taxes but changes 
in the Social Security laws. Demand 
to increase OASI benefits and to 
extend them to more groups is al- 
ready strong. Insurance leaders are 
changes would make 
OASI lose what “insurance” aspects 
it has and become merely a national 
“welfare” program, shifting from 
accumulating reserves for future 
obligations to paying current bene- 
fits with current receipts. 


concerned 


Health Insurance—So Misunderstood 


More than 123 million people 
have health protection from private 
carriers or service plans. Repeat: 
123 million. That’s a large number. 

Question is: how many of those 
123 million know what their health 
protection will and will not do for 
them? 

Here’s a new definition of fric- 
tion: an uninformed policyholder 
rubbing against a restricted policy. 

The Federal Trade Commission 


Wait and See—For 


No loud noises — except moans 
have been noticeable 
among the carriers of fire insur- 
ance. Life companies beat the 
drum about their growth. Casualty 
companies about 
auto underwriting results. Health 
companies noisily count heads for 
number of policyholders. But fire 
executives don’t have much to say 
for the record. 
With fire losses 
than $1 billion a year now, you can 


about losses— 


weep copiously 


running more 


won’t win many more 
court decisions on its charges of 
“false” advertising in health insur- 
ance. But FTC has made a big 
point by demonstrating that some 
of the policy information spread 
was un-clear to the layman. 

With health insurance’s satura- 
tion point coming closer, we should 
find some time to explain health 
policies to policyholders as well as 


probably 


to prospects. 


Fire Carriers 


understand the moans. But there 
hasn’t been any clamor for rate 
increases. 

A few fire 
raised to praise or condemn pack- 


voices have been 
age policies and homeowners plans. 
There has been some slight noises 
about “Insurance to Value.” But 
mainly there was silence. 

What are they waiting for? We 
guess: more experience with pack- 
stock market recovery 
Continued on page 30 


] . 
age plans, 
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Advance News for the New Year 


Continued from page 29 


revive some policyholders’ 


and moves by the 


piuses; 


Packages will Cost More 


fire-EC-theft-CPL- 
and-what-have-you bundles will 


Residential 


sellers in 
the hit insurance field. These 
popular packages have found what 
“consumer 


continue to be the best 


is called acceptance” 
wants them. 


1958 


ery body 
Before 


older, the 


becomes very much 
Multi-Peril Insur- 


e Conference will come out with 


new 


a new residential package. Since 


this contract will probably be is- 
sued by most of the industry lead- 
ers, it will stabilize this residential 
of the business 


side and stability 


often leads to larger volume of 
1 
saies. 


But 


price on the package. 


don’t look for a cut-rate 


Experience 


hate a 


NATIONAL TRAVELERS INS 


NATIONAL TRAVE 


This consolidatio 
policyholders we 


and Health SeracaL EXPENSE, DREAD 


Arley F. 


sur- 
large, 


h a complete line 


. . 7 
Life in Fire and Casualty 

Will large life companies try to 
get permission to fire and 
Movement so far 
fire and casualty com- 
life companies. 
trend to 
many 


write 
casualty lines? 
has been for 
panies to 
Don't 
in 1958. 


direct writing carrier which 
started into the fire field last year. acquire 
expect the 
Too legislative 
maneuvers needed to give life com- 
panies these additional lines. 

But already fire and 
executives quiver when you mention 
that life debit agents, 


house-to-house, may 


change 


. : -asualtv 
residential senate 


packages, but no one is happy with 


has been favorable on 


calling 
some day also 


an unnecessarily low rate. 

“Unnecessary” con- 
sumers will buy the package just 
for the convenience. Four-policies- 
in-one is as attractive a sales fea- 
tures as a premium slash. 

Also underwriters point out now 
that combining 
sheet 


because 


carry fire and auto applications 


e . 

Group Auto Policies ? 

You can’t put a lot of 
gether on one policy and therefore 
Your 
in expenses. The group auto 
West Coast 
will not spread very rapidly. 
panies would rather put auto cov- 
into the homeowners pack- 
rather than accept 
auto risks 
tunity to make 


policies on one 
does not cut expected losses. 
So why should the nackage rate be 
lower than the sum of the rates on 
the separate perils? 

Prediction: you can’t stop pack- 
They 


cars to- 


reduce losses. only saving 
can be 
experiment on the now 
Com- 
will include more 
perils, more lines. But don’t over- 
look those discriminating 
who still prefer 


forms. 


ages now. 
erage 
buyers 


age large 


the old single-line of 


groups 
without an oppor- 
pI 


a selection. 


son of the 
TIONAL LIFE comet EE COMPANY 


TORN Moines, lowa 


And the URANCE CO. 


Des Moines, lowa 1958. 


Effective as of January | 


LERS LIFE CO. 


er serve 
Company to bett de : 
as well as Acciaen 


HOSPITAI IZATION, 
RANCHISE. 


The Company Will B 


National Travelers Life : 
as from age 

of LIFE policies 

COME REPL! ACEMENT, 

DISEASE, AND F 
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n Des Moines, lowa 


Agen 
° Home Office \ 
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Competition—Internal and External 


You'll hear more about insurance 
competition in 1958. The subject 
Was mentioned almost daily in 1957, 
and the new year should be the 
same, only more so. 

But will it be healthy compe- 
tition? 

Some of the benefits will go to 
policyholders when life companies 
improve policies to steal business 
from each other and when stock 
fire and casualty groups reduce 
rates to pick up ground on the 
direct writers. The question of 
health comes up when we try to 
see whether this kind of compe- 
tition gives really increased protec- 
tion to more policyholders. 

We are all competing against 
under-insurance. The policyholders 


who need more life coverage, more 
health protection, more property 
insurance are the customers 
have to seek out. 
Last year, according 
mate, only 3.8 per cent of 
sonal disposable income 
nation went to life insurance. Not 
much more than that portion would 
go to the other lines of insurance. 
Our real competition includes 


those other personal expendi 


+ 
t 


ires 
which deprive people of the in- 
surance protection they need. 

Let’s not let our internal 
petition with other ins 
ganizations interfere’ wi 
external competition agains 


insurance. 


To Be “Too Memorable’ 


This year in auto insurance will 
be one you'll tell your grandchildren 
about. They may not listen to you, 
but we're sure you’ll never forget 
1958. 

The old line auto carriers ars 
ready for an all-out fight .with 
the specialty companies. The agents 
are armed to the teeth to prevent 
an attack on commission rates. 
The politicians have mustered their 
forces to push through compulsory 
auto coverage in more states. And 


the rate-makers have already 
some bloody skirmishes trying 
get auto premiums raised. 

Yet auto makers don’t expect 
to make and sell as many ¢ars as 
they have in recent years. And 
there’s no reason to believe high- 
way accidents will decrease. 

Our word of cheer: aggregate 
auto premium volume will rise in 
1958, although companies wil 
a struggle trying to retain 


of the increase. 


Seed-bed for Another Scandal? 


Will credit life and health insur- 


ance be the scene for the next “‘pub- 


« 
1 
i 


ic scandal” 


in insurance? 

We ask that question now, so 
that in 1958 industry leaders can 
make the answer be “No.” 

Volume of protection on the lives 
and health of installment buyers 
and other borrowers has boomed 

put it mildly—-in the last few 
years. No one knows exactly how 
much credit insurance is on the 
books since there is no uniform 
way to report these policies. 

NAIC has discussed regulations 
in this field, but still carriers have 
had a relatively free hand on credit 
policies. 

Will some non-insurance group 
poke their noses in, spot one or two 
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inethical carriers, 


ther hue and cry 
insurance? 
It’s time now for 
ing on the questi 
health. It may 


1959. 


Prediction to End 
Predictions | 


Whether we like 
weather controls at 
insurance’s financial 
can affect life and heal 
panies, hurricanes fire companies, 
and a long hard winter auto com- 
panies. Maybe we should all read 
almanacs instead of stock market 


reports. 

















\FUND 


OF EXPERIENCE 
ae 


In today’s competitive insurance 
market, it pays to have well- 
trained and experienced fieldmen 
in the picture with you 

Fieldmen from The Fund In- 
surance Companies are thor- 
oughly trained to be adept with 
all the technical tools of their 
trade. And...they combine their 
knowledge with a spirit of 
friendly cooperation that means 
prompt, personalized attention 
when you need it most. 

Backing up that training is a 
FUND OF EXPERIENCE that 
makes them better qualified to 
see that your business runs a bit 
more smoothly...more profitably 

Why not let this FUND OF 
EXPERIENCE go to work for 
you” Arrange today for a meet- 
ing with the fieldman from The 
Fund in your area... you'll find 
him up to the challenge of mak- 
ing himself valuable to you 


Lj 
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Fireman's Fund Indemnity C 
Home Fire & Marin 
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every HOME agent has a partner— 


DON WILSON, selling YOUR services on the 


JACK BENNY SHOW sponsored by THE HOME 


every Sunday night Gusurance Company 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
on CBS Radio : SENS : Se 


rety Bonds 
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VERDICT 


Court Rules Again on 
Auto Dealer's Liability 


By LUKE A. BURKE 


Member of the New York Bar 


Use of Auto Dealer's Plates 


As I write on this subject, the 
Christmas bells are ringing and 
the ’58 cars are coming out. (My 
wife keeps hinting about a ’58 car 
in her stocking which I try to 
ignore.) With the new cars com- 
ing out, a mind like mine turns to 
dealers’ coverage, liability, ete. So 
if I cannot buy a new ear, I can 
still point out some legal aspects 
which may be of interest to deal- 
ers, their agents and carriers. 

Back in the September, 1954, 
issue of THE SPECTATOR, I re- 
viewed the case of Switzer v. Ald- 
rich & Stiker, 307 N. Y. 56, saying 
at that time: “On November 20, 
1950, Lester Aldrich bought a 
panel truck from automobile deal- 
er Stiker. Aldrich and his mother 
both signed as purchasers because 
Aldrich was under twenty-one. He 
took possession of the truck that 
evening. Stiker allowed Aldrich to 
keep the dealer’s plates on the 
truck. Four days after the sale 
Aldrich struck a pedestrian while 
operating the truck with the deal- 
er’s plates still on it. Two days 
after the sale, Stiker sent a state- 
ment of ownership to the motor 
vehicle bureau but failed to name 
Aldrich’s mother as co-owner. 

“The injured pedestrian died 
and his estate sued both Aldrich 
and Stiker. On the trial the estate 
recovered damages against Ald- 
rich, but the case was dismissed as 
to Stiker. The theory of the dis- 
missal was that the title to the 
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truck had passed to Aldrich, and 
he was the owner even though Sti- 
ker’s plates were still on it.” 

The Court of Appeals reversed 
the dismissal against the dealer on 
the ground that he 
from denying ownership of the ve- 
hicle. In violation of law, he had 
permitted Aldrich to retain the 
license plates without first mailing 
the required statement and with- 
out inquiring whether Aldrich had 
applied for registration within 24 
hours. 


was estopped 


Far Reaching Decision 


The dealer had a garage liability 
policy and was defended by the 
carriers’ attorneys. No defense of 
Aldrich was undertaken by the 
company. A judgment was taken 
against Aldrich and was _ unsatis- 
fied. The plaintiff, Switzer, next 
sought to recover the judgment 
against Aldrich from the dealer’s 
carrier contending that the garage 
liability policy covered Aldrich 
This case reached the Court of Ap- 
peals on April 11, 1957 (Switzer 


- Pe 


Weather outlook: severe thunderstorms 
hail followed by insurance adjusters.” 


Merchants Mutual Casualty 
Co.). In a far reaching and impor- 
tant decision the appellate court 
had this to say: 

“The dealer was covered by a 
yarage liability policy which in- 
sured against liability for damages 
because of bodily injury including 
death arising out of the following 
‘Hazards’: ‘The ownership ... ol! 
ise of the premises for the purpose 
of an automobile dealer ... and 
all operations necessary or incl- 
dental thereto; and the ownership 

. . or use of any automobile in 
connection with the above defined 
operations.” An ‘insured’ was de- 
fined by a standard omnibus clause 
insured and ‘any 


automobile 


named 


as tne 


} 
while 


person ising an 
covered by this policy, and any per- 
son or organization legally respon- 
for the use thereof, provided 
tual use of the automobile is 
the named insured or with his 
permission.’ 
“The insurer may thus be held 
responsible for Aldrich’s liability 
juries resulting from the use 
if such use falls with- 
above-quoted clauses, 
. it must have been within the 
ibove-defined ‘Hazards’ and with 
the ‘permission’ of the dealer-in- 
sured. Among the ‘Hazards’ de- 
fined by the policy are the ‘use of 
any automobile in connection with’ 
operations,’ 


the dealer’s ‘defined 


which expressly included those of 
‘an automobile dealer and all 
operations necessary or incidental 
thereto.’ Clearly, by this express 
language, the a itomobile covered 


need not be owned by the dealer 
see Abran 8 Vv. Mary and Cas. Co 
300 N. Y. 80, 85); all that is re- 
quired is that it be used, and not 
ai Bes — hh? — n +inr 
necessarliv DY Nim, in connection 
with his ‘defined operations.’ 
“It is common practice for auto- 


to give permission 


mobile dealers 
to purchasers of their cars to use 


} 


temporarily their dealer’s license 


plates. Indeed, the law recognizes 
such practice, provides for and reg- 
Vehicle and Traffic Law 
Without such 


ilates it 
= 61-63 permis 
sion, it would not have been possi- 
ble for Aldrich to lawfully 


involved here without 


drive 


obtained an owner's 
he could not very 
forthwith. 


Continued on page 34 
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Home Office Omaha, Nebraska 


GROWING WITH AMERICA 
SINCE 1903 World offers a 
complete line of personal insur- 
ance protection: Life, Accident 
& Sickness, Medical - Surgical, 
Hospitalization. Non-Cancella- 
ble, Guaranteed and Optional 
Renewable. For individuals, 
families, groups and franchises. 


AND STILL GROWING 
World has just released the 
new Business Over-Head Ex- 
pense and Family Group Life 
Insurance Plans. 


T. D. Eilers, President 
WORLD INSURANCE COMPANY 
OMAHA, NEBRASKA 


LEN, 
YOUR CLIENT'S 
confidence is YOUR 


most valuable asset! 


e Where property values 
are in question, always 
refer your client to 
a nationally known 
reliable appraisal firm. 
THE 
[LOYD-THOMAS 
LLOYD-THOMA 
Tae CO. 
441] Ravenswood Avenue, Chicago 40, III. 


First for Factual appraisals 
since 1910 


OFFICES — COAST TO COAST 


Verdict 


Continued from page 33 


“As a service to his customer, 
therefore, this dealer permitted 
Aldrich to place his dealer’s license 
plates on that truck, title to which 
he still retained, and to whom an 
unpaid balance of $184.81 was still 
payable. This arrangement was of 
benefit to the dealer as well as to 
the customer, and is one in con- 
nection with the business and in- 
cidental operations of the automo- 
bile dealer. Thus the ‘use of any 
automobile in connection’ with 
such ‘operations’ is a hazard ex- 
pressly covered. ‘Any’ automobile 
would include the one with which 
we are here concerned. ... 


Dealer Retained Title 

“The sole issue then remaining, 
therefore, and the principal one 
urged by the insurer, is whether 
Aldrich was an insured as defined 
under the policy. If he was, the 
insurer is liable to plaintiff for the 
amount of the judgment recovered. 
Under the terms of the omnibus 
clause, the coverage of Aldrich as 
an insured depends on whether he 
was using the truck with the ‘per- 
mission’ of the dealer. The Appel- 
late Division was of the opinion 
that he was not, since ‘title had 
passed and the purchaser had the 
absolute right to use the truck as 
against the seller.’ As a matter of 
fact, title had not passed, for it 
had been expressly retained by the 
dealer. 

“It is of course true that ordi- 
narily the mere use by a condi- 
tional vendee of the motor vehicle 
which had been sold to him, while 
he retained the right to possession, 
cannot be said to be with the per- 
mission of the conditional vendor 
so as to bring him within the cov- 
erage of the omnibus clause of the 
vendor’s insurance policy. Such a 
conclusion is required by the pro- 
vision of section 59 of the Vehicle 
and Traffic Law that a conditional 
vendor, without more, is not an 
owner who can be held vicariously 
liable for the vendee’s operation of 
the vehicle. It is unreasonable to 
suppose that the parties to the con- 


tract intended the insurer to be 
liable in those instances where the 
named insured himself is not lia- 
ble, and where no act of his is 
responsible for making possible the 
use of the car by the vendee after 
the sale. 

“In this case, however, there are 
factors and special circumstances 
which distinguish it from the ordi- 
nary conditional situation. 
The above-stated reasons for hold- 
ing that the omnibus clause does 
not cover the vendee do not here 
apply. The named insured in this 
case, under our holding in Switzer 
v. Aldrich, (307 N. Y. 56, supra) 
may be held liable, for his act in 
lending the license plates was re- 
sponsible for making possible the 
use of the truck by Aldrich after 
the sale. That act constituted per- 
mission, and what we said in Reese 
v. Reamore (292 N. Y. 292, 294) 
is as apt here as it was there: 
‘That he was driving with the im- 
plied permission of the dealer ap- 
pears from the fact that the dealer 
permitted (Aldrich) to do what he 
pleased with the car bearing his 
dealer’s plates.’ Without such per- 
mission, Aldrich, since he did not 
have his own license, could not 
even have legally driven the truck 
off the dealer’s premises. 

“Thus, aside from the fact that 
the named insured in this case, un- 
der our holding in Switzer v. Ald- 
rich, may be held liable under 
section 59 on the theory that Ald- 
rich was operating the truck with 
his permission, the acts of the 
dealer here constitute the permis- 
sion which brings Aldrich into the 
coverage of the policy, by its own 
terms. 

“The fact that the dealer did not 
comply with the applicable provi- 
sions of law in permitting Ald- 
rich’s use of the truck on the public 
highways does not relieve the in- 
surer of its responsibility. Indeed, 
in countless cases the liability of 
an insured arises out of some il- 
legal act, notwithstanding which 
the insurer nevertheless gives pro- 
tection under its policy. Inasmuch 
as the use by Aldrich was both 
within the hazards covered by the 
policy and with the permission of 
the named insured, the insurer 
cannot escape responsibility for 
Aldrich’s liability to plaintiff. The 
fact that Aldrich would not be able 


sales 
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to recover in a suit against the 
dealer has no bearing on this re- 
sponsibility. Such is the case in 
almost every situation arising un- 
der the omnibus clause.” 

By a peculiar coincidence an- 
other similar case was decided by 
the same court on the same day 
Phoenix Ins. Co. v. Guthiel). The 
same situation prevailed. The pur- 
chaser had the seller’s plates on 
the car at the time of the accident, 
in violation of the law but the 
seller was an individual and not a 
dealer. The question in the case 
was the same: did the seller's pol- 
icy cover the purchaser? The pol- 
icy was not a_ garage liability 
policy and the court pointed out 
the distinction: 


Risks Limited Here 


“The contract of indemnity in 
this case does not contain the 
broad assumptions of risks de- 
scribed and defined in the garage 
liability policy construed in Swit- 
zer v. Merchants Mut. Cas. Co. A 
garage liability policy by its terms 
and purposes is intended to cover 
.the use of cars owned by persons 
other than the dealer and the lim- 
ited use of dealers’ plates by ven- 
dees where the use and operation 
of the cars or the permission for 
the use of the plates are acts per- 
formed in furtherance of the busi- 
ness of a dealer. One of the ser- 
vices offered by a dealer in con- 
nection with the sale of a ear is 
the temporary use of dealers’ 
plates. Indeed, section 63 of the 
Vehicle and Traffic Law permits a 
vendee to operate a car with deal- 
ers’ plates for five days after a 
sale, subject to prescribed condi- 
tions. 

“In Switzer v. Merchants Mut. 
Cas. Co. the accident occurred four 
days after the sale of the truck by 
Stiker, the dealer, to Aldrich, the 
vendee. The accident, having taken 
place within the permissible statu- 
tory period, was a risk which was 
assumed by the insurer, as the 
insurer is chargeable with knowl- 
edge of the business practices of 
automobile dealers.” 

The court then pointed out that 
there was no coverage for the pur- 
chaser under the seller’s policy 
since he was a “non-dealer” and it 
was not a garage policy. 
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Effective January 1, 1958, we announced the change 
of our name, from Fire Association of Philadelphia 
to Reliance Insurance Company. 


A HEARTY 


The name Fire Association was known the length 
and breadth of our industry. To many, it had 
valuable associations. To our own employees espe- 


cially, it evoked much in history and traditions. 


THANK 


In view of the respect attending our former name, 
it’s therefore all the more pleasant to report an 
overwhelmingly gratifying response to our new 
name. We heartily thank our friends inthe insurance 
business for help in making the transition so smooth. 


YOU!” 


We regard this as heralding a prosperous future. 
We hope that, as we now express our appreciation, 
we may also anticipate even more profitable mutual 
associations during the years to come. 


RELIANCE INSURANCE COMPANY 


formerly 


Fire Association of Philadelphia 





The Travelers Premium Budget Plan 


helps you fight your real competition 


Statistics tell the story. 


Your real competition for the insurance 
dollar is not from rival agents but from 
rival products: new cars, new clothes, new 
luxuries. And now, The Travelers Com- 
panies are giving their producers the weap- 
on to fight this competition . . . a modern, 
businesslike method of merchandising and 
financing a// the personal lines of insurance. 


Intensive market and product research 
revealed a public demand for account sell- 
ing of personal lines by an independent 
local agent with premiums on a company- 
agency pay-by-the-month plan. 


The Travelers new Premium Budget Plan 
was devised to satisfy this demand. Now, 


on eAMILY 'NOED, 


mays) os 
UGH THe TRAVEY 


Travelers agents and brokers can show 
their prospects how they can wrap up all 
their personal insurance in a single pro- 
gram and pay for it by the month with 
a single check. This new advance in mar- 
keting cuts red tape, builds premium 
volume, and helps meet competition on 
all fronts. And it will save you expense 
dollars in the operation of your office. 


The public is learning about the Travelers 
Premium Budget Plan through dramatic 
advertisements in the nation’s leading 
magazines. To find out what it offers you, 
inquire at any Travelers Branch Office or 
General Agency. Or write to Millard T. 
Wilson, Vice President, The Travelers, 
Hartford 15, Connecticut. 


» THE TRAVELER 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of business and personal insurance including 


Life » Accident +» Group + Fire + Marine + Automobile + Casualty + Bonds 
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PENSIONS 


How to Insure 
Deferred Profit Sharing 


By STUART J. KINGSTON 


Pension Consultant 
National Life of Vermont 


(From Mr. Kingston's presentation before 
the Actuaries Club of Boston} 


OST deferred profit sharing 

plans are designed to be 
“qualified” plans under the Internal 
Revenue Code. This qualification is 
valuable to both employer and em- 
ployee. The employer receives cur- 
rent tax deductions for his contri- 
bution, although the employee does 
not actually get his hands on the 
money currently. The employee re- 
ceives the money irrevocably (sub- 
ject to vesting requirements of the 
plan, if any) but does not report it 
as income until he actually gets his 
hands on it, in the event of termina- 
tion of employment, death, retire- 
ment, or the happening of some 
other event. 

In order to 
profit sharing plan, at one time, it 
was required that the employer con- 
tribution be computed from profits 
by means of a pre-determined for- 
mula. This requirement has been 
dropped. The only requirement as 
to the amount of the contribution 
is that it be made out of profits and 
not exceed 15 per cent of partici- 
pants’ payroll. 

Presumably, even without a for- 
mula, the employer can be expected 
to raise and lower the contribution 
roughly to correspond with the ebb 
and flow of profits. It is this fluctua- 
tion of the employer contribution, 
whether or not a formula is used, 
which is so characteristic of de- 
ferred profit sharing plans, and 
which creates the problem of prod- 
uct design for insurance companies. 

However, despite this problem, 
deferred profit sharing plans need 


‘qualify” a deferred 
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the merchandise of life insurance 
companies. Three important needs 
which can be served by insurance 
company merchandise are: 

First, without the purchase of an 
annuity contract, either at or before 
retirement, a “qualified” profit shar- 
ing plan cannot pay a life annuity 
to a retired participant, becauss 
even if the pay-out is computed 
actuarially, there may be gains or 
losses. The employer is forbidden to 
change his contribution to reflect 
such gains or losses because if he 
does the plan automatically becomes 
a pension plan rather than a profit 
sharing plan, for tax purposes. In 
the usual case. this change would 
make it lose its “qualified” status, 
because the provisions of the plan, 
although “qualifying” as a profit 
sharing plan, would generally not 
happen to also “qualify” as a pen- 
sion plan. 


Insurance Needs 

Internal Revenue Code, Sec. 
404(a) 3 states that the “term 
profit sharing trust as used in this 
subparagraph shall not include any 
trust designed to provide benefits 
upon retirement and covering a 
period of years, if under the plan 
the amounts to be contributed by 
the employer can be determined 
actuarially.” 

So a deferred profit sharing trust 
needs insurance company merchan- 
dise to provide lifetime pensions. 

The second reason a deferred 
profit sharing plan needs life in- 
surance is that the death benefit, in 
the early years of an employee’s 
participation, if limited to the con- 
tributions made for him plus accre- 
tions, would be rather inadequate 
as a death benefit. Therefore there 
is a need for life insurance, possibly 
of a decreasing amount, decreasing 
by the amount of the increase in the 
participant’s account. 


Closely connected with this is the 
case sometimes made for not de- 
creasing the insurance, and having 
the excess payable to the trust to 
reduce the need for cashing securi- 
ties in event of death. For a small 
or medium trust, death claims tend 
to occur very erratically. Very few 
trusts can handle this problem with- 
out investment losses 

A third application of life insur- 
ance to a deferred profit sharing 
trust is key man life insurance, so 
that the decrease in profits which a 
key man’s death would cause, shall 
not decrease the ultimate accumu- 
lation and hence pensions of the 
employees. 

Incidentally, when the insurance 
is payable to the deceased em- 
ployee’s beneficiary (rather than to 
the trust, such as the excess insur- 
ance in (2) above or the key man 
insurance in (3) above), the cost of 
the insurance is currently taxable 
to the employee. Also, there may be 
limits imposed on the amount of 
insurance which can be provided. 
But let’s consider now some of the 
life insurance contracts available 
to serve the needs listed above. 

1. Single Premium Immediate 
Annuity sold at Retirement Date. 
This completely solves the fluctuat- 
ing contribution problem because 
the sale is made after all the fluctu- 
ating contributions have been made 
and the accumulated total is deter- 
mined. Group Annuity contracts as 
well as individual annuity contracts 
are available, but the group con- 
tracts are generally restricted to 
very large plans where a sizeable 
number of retirements emerge an- 
nually. The disadvantage of this is 
that annuity prices may increase 
and there is no opportunity of se- 
curing advance guarantees. 

2. Deferred Single Premium Full 
Death Benefits Annuities. This also 
solves the fluctuating contribution 
problem. Although individual de- 
ferred annuities are available (and 
the full death benefit type are 
needed in profit sharing plans), it 
seems as if the group companies 
have concentrated on this type. 
Many group companies actually call 
these group annuities “profit shar- 
ing” group annuities. 

3. Single Premium Insurance and 
Annuity. This also overcomes the 
fluctuating contribution problem. 

Continued on page 50 
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They may bring you a mor auerd-plus 
national and local recognition-in the 
6” Annual LAC. Awards Program. 


Wote to Charles K Oaks, Ix, LAC. Awards 
Chairman, 700 Main Street Hartford. Connecticut 


THE INSURANCE ADVERTISING CONFERENCE 


Published with the Compliments of THE SPECTATOR 


Entry blanks may also be secured by circling number 37 on the card on 
page 41 and mailing it with your name and address. 


LIFE WITH 
PROVIDENT 


A PROUD LOOK AT 1957 


To all Provident life producers we extend congratula- 
tions and a sincere “Thank you” for another record 
breaking year of quality business during 1957. The 
past 12 months has been another period of excellent 
growth — a growth built on a complete line of at- 
tractive life insurance plans and a high quality field 


organization to sell them. 


VIDENT LIFE & ACCIDENT INSURANCE COMPANY 


“FEA Chattanoaga -Since 1887 
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Company News 


Continued from page 23 


Southwestern Life has been ad- 
mitted to Arizona. Company 
now operates in six states. 

American Underwriters, Inc., has 
moved its offices from Burling- 
ton to Greensboro, N. C. 

Consolidated American Life, 
Houston, Tex., and National 
Standard Life, Orlando, Fla., 
have become members of the 
American Life Convention. 

Allstate, Allstate Life, Skokie, III., 
and Brotherhood Mutual Life, 
Fort Wayne, Ind., have joined 
the Health Insurance Associa- 
tion of America. 

Gay & Taylor, general adjusters, 
have taken over the Fredericks- 
burg, Va., branch office of the 
Armistead Adjustment Com- 
pany. This is the 36th office 
opened by Gay & Taylor in the 
South. 

Johnson & Higgins, brokers, has 
opened its second office in Vene- 
zuela. Office is in Maracaibo. 
William B. Wright is resident 
manager. 

Commonwealth Life, Louisville, 
Ky., has declared a 331, per 
cent stock dividend, increasing 


ea 


capital from $3 to $4 million. 


And in the Future 


Jan. 16-17—Personnel meeting, National 
Industrial Conference Board, Hotel Com- 
modore, New York. 

Feb. 7—Annual meeting, Joint Committee 
on Candidates, American College of Life 
Underwriters and American Society, Phil- 
adelphia. 

Feb. 17—Annual Group Insurance Forum, 
Health Insurance Association, Drake 
Hotel, Chicago. 

Mar. 17-19—LIAMA Agency Management 
Conference, Edgewater Beach Hotel, 
Chicago. 

Mar. 23-25—Life Insurers Conference, an- 
nual meeting, Hollywood Beach Hotel, 
California. 

Mar. 23-27—Mid-year meeting, National 
Association of Life Underwriters, Dink- 
ler-Tutwiler Hotel, Birmingham, Alabama. 

April 14-16—LIAMA Accident and Sick- 
ness meeting, Edgewater Beach Hotel, 
Chicago. 

Apr. 30-June 2—LIAMA Combination com- 
panies conference, Grove Park Inn., 
Asheville, North Carolina. 

June 9-13—Annual meeting, National As- 
sociation of Insurance Commissioners 
Conrad Hilton Hotel, Chicago. 

June I1-12—Annual convention, Wisconsin 
Association of Mutual Insurance Agents, 
Schwartz Hotel, Elkhart Lake, Wis. 

June 11, 12, 13—CLU Examinations. 
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New Products and Services 


Pittsburgh Institute Prepares 


Analysis of Corporate Risk 


Pint-Sized Computer 
Sells for $10,000 


In February, 1957, an Insurance 
Institute was conducted at the Uni- 
versity of Pittsburgh, sponsored by 
the university’s Insurance Depart- 
ment and the Allegheny Chapter of 
the Society of Chartered Property 
and Casualty Underwriters. A hy- 
pothetical corporation was set up 
aS an industrial case to be com- 
pletely analyzed for insurance cov- 
erages needed. 

Results of the study have been 
published in a booklet by the uni- 
versity’s Bureau of Business Re- 
search. Copies are $1. 


For Further Information Circle 38 on Card 


Pint-Sized Billing Computer 


A small electronic computer, the 


Monrobot IX, sells for around $10,- 
000. Manufacturer, Monroe Cal- 
culating Machine Company, de- 
signed the midget computer pri- 
marily for billing applications. But 


January 1958 


program controls are _ flexible 
enough for other accounting func- 
tions. Machine is completely housed 
in a modern desk. 

Read-in and read-out mechanism 
is an electric typewriter with con- 
ventional keyboard. It can be run 
As the operator types 
an invoice, for instance, the ma- 
chine figures, in thousandths of a 
second, direct fractions, chain dis- 
counts, extensions, and many other 
complex problems. Words such as 
sales tax freight and discount can 
be printed automatically by press- 
ing a key. 

Monrobot IX will also store in- 
dividual answers for end-of-the-day 
totals, and store daily totals for 
recall at any time. Eight programs 
of 52 instructions each are possible. 


by any typist. 


Machines are programmed after a 
particular company’s 
quirements are studied. 


billing re- 


For Further Information Cirele 39 on Card 


New Fire Nozzle Design 


A new nozzle design has been 
put on five American LaFrance fire 
extinguishers to give added protec- 
tion against Class B and Class C 
fires. Each carbon dioxide model 
carries the Underwriters Labora- 
tories ratings. 

New nozzles have five orifice 
holes. One opening discharges par- 
allel with the taper of the horn. 
The other four openings are spaced 
around the nozzle, 90° apart. These 
discharge at right angles. Design 
is said to break the snow into mi- 
nute particles, giving almost in- 
stant change to gas. 


For Further Information Circle 40 on Card 


USE REPLY CARD ON PAGE 41 

For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is rot an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 


Insurance Study Scholarships 

Free fellowships and _ scholar- 
ships are open at the University of 
Pennsylvania to insurance teachers. 
Courses are sponsored by the S. S. 
Huebner Foundation for Insurance 
Education. Supported by 133 life 
companies, the Huebner Founda- 
tion provides tuition and living ex- 
penses to qualified graduates of 
U. S. and Canadian colleges. 

Foundation has a booklet describ- 
ing its facilities, and telling how to 
apply for study courses. 


For Further Information Circle 41 on Card 


Safes Have High Styling 

Sentry Safes can now be bought 
with a handsome concealing cabi- 
net of African mahogany. These 
safes have been tested by the Un- 
derwriters’ Laboratories for fire 
and explosion. 

A bank-type lock bar offers 
stronger locking. New heat-seal 
closure, a cam-type locking handle, 
and improved insulation increase 
protection. Polished aluminum trim 
Finish can be had 
sand or silver 
John D. 


has been added 
in either Sentry 
gray. Manufacturer is 
Brush and Company. 


For Further Information Circle 42 on Card 


Tax Tips for Investors 

“Tax Saving Strategy for In- 
vestors,” booklet put out by Amer- 
ican Visuals Corporation, answers 
some knotty questions on invest- 
ments and taxes. It can be used as 
a mailing piece by securities deal- 
ers. Pamphlet is 25¢ a copy, with 
special prices on large quantities. 

Pointers include how to figure 
both methods of long term capital 
gains treatment, how buying, hold- 


Continued on page 40 
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If your sales pose a problem, 
get in the picture that spells 
added income—a new ap- 
proach toward simplified sell- 
ing. With Millers National and 
Illinois Fire, you can focus 
your attention on important 
things—knowing that sales 
you make are backed up with 
flexible contracts and depend- 
able service. 


Plenty of sales aids, too... 
to give you that extra lift ahead 
of competition. Find out about 
this new dimension in service. 


MILLERS NATIONAL’ 
INSURANCE COMPANY 


ILLINOIS FIRE 
INSURANCE COMPANY 





New Products and Services 


Continued from page 39 


ing or selling may affect your tax. 
Information was prepared by the 
J. K. Lasser Tax Institute. 


For Further Information Circle 43 on Card 


Stapler Pops Out for Loading 

Automatic electric stapler with 
‘“pop-out” loading device is made 
by the Staplex Company. To fill 
with staples, the operator touches 
a button at the rear of the unit. 
The staple-track pops out the front, 
for new staples to be dropped in. 

Insertion of the paper or other 
item to be fastened activates the 
stapling mechanism. Unit weighs 
about seven pounds, is easy to 
carry, and plugs into any A. C. 
outlet. 


For Further Information Circle 44 on Card 


Family Credit Report 

In line with the Family policy 
boom, the Retail Credit Company 
has announced a new service, the 
family life report. It’s a new re- 
port blank designed to aid insur- 


| ance companies in judging families 


as a unit for life insurance. 
Instead of a report on the head 
of the family, with other members 


considered under “‘Remarks,’’ most 
of the queries now apply to “any 
member.” New form is easier to 
summarize and more logically ar- 
ranged. 

For Further Information Circle 45 on Card 


Find It with “Dial-A-File” 
Diebold, Inc., features a new 

rotary file with a ‘Dial-a-file” con- 

trol. With this device, you dial a 


number and achieve ready access 
to any filing tray in the bin. The 
rotary file holds any size cards up 
to 8 in. x 9 in. 

For Further Information Circle 46 on Card 


Protesting New Postal Rates 
Tension Envelope Corporation 
has a booklet concerning the pro- 
posed hike in postal rates, and its 
effect on many business firms. 
“Separating Post Office Facts from 
Fiction” is a digest of views and 
Continued on page 43 





SAFE WINTER DRIVING TIPS 





Be Prepared for Winter 











Mf te 


Get the Feel of the Road 











Make Sure You Can See 











Winterize your car, your driving 
technique and your attitude 
Accept the fact that normal 
speeds are often too fast for 
winter conditions. Whenever 


Test road conditions right away 
As soon as you start out (but 
away from other cars or haz- 
ards) try your brakes to find out 


Don't drive blind. Keep wind- 
shield and windows clear 
Maintain wiper blades, heater 
and defroster in proper oper- 


how slippery the road sur- ating condition. Ventilate to 


weather is bad, slow down face is. keep inside of windows clear. 


Home Office, Chicago-6 


The National Safety Council once again is offering free pamphlets, news stories, mats 
and illustrations in its campaign against winter driving hazards. 

This year's pamphlets, from which these illustrations are taken, is titled "How to Go on 

Ice and Snow." It's a valuable refresher course for motorists who must drive in winter. 
For Further Information Circle 47 on Card 
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Report on Consumer Credit Insurance 


“Consumer Credit Insurance,” by D. P. Kedzie, Ph.D., 
explains the various kinds of ordinary (individual) and 
group consumer credit insurance. He traces its develop- 
ment and growth, and the marketing of this coverage. In 
his treatment of this new and growing subject, Dr. Kedzie 
also discusses the rate and its components, claims adminis- 
tration, and potential developments. 

Publisher is Richard D. Irwin, Inc. 212 pages. $5.00. 


For Further Information Circle 287 on Card 
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Atomic Energy and Insurance 

“Profit Perspectives in Atomic Energy” is a special re- 
port published by the American Management Association. 
A group of experts offers practical solutions to problems 
of world markets, methods of government control, patents, 
and manpower needs. 

Report also looks at atomic hazard insurance. Third- 
party liability, government sureties, and determining the 


=e 
premium are all considered. 176 pages. $4.75. 
For Further Information Circle 288 on Card | 
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Motivation Research 


Joseph W. Newman, assistant professor of business ad- 
ministration at the Harvard Business School, writes of 
motivation research for business executives. Book, ‘Moti- 
vation Research and Marketing Management,” is the result 
of a two-year study. 

One chapter, of special interest to insurance people, re- 
lates the experience of a Jarge auto insurance company in 
this field. Details of both the methods used and the results 
obtained are discussed at length. The consequent changes 
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in insurance executive thinking are summarized. Harvard's 
Graduate School of Business Administration is the pub- 
lisher. 525 pages. $7.50. 

For Further Information Circle 289 on Card 


Banks Aid Economic Growth 


Development banks, in existence in Western Europe for 
over a century, have only recently come to less developed 
regions of the world. For the Economic Development In- 
stitute, William Diamond has written “Development Banks,” 
a book about the various types of such banks. 

Appendix gives a partial list of development banks, and 
descriptions of five such banks in Turkey, India and Mexico. 
Published by the Johns Hopkins Press. 128 pages. $3. 

For Further Information Circle 290 on Card 


Business Interruption Insurance 


Now appearing in its third edition, “‘Business Interrup- 
tion Insurance” analyzes latest developments in this cover- 
age. Book was written by Henry C. Klein, formerly secre- 
tary of New York Underwriters. He explains the proper 
policy form to cover each risk best at lowest cost. He shows 
how to determine the required amount of insurance. 

Included is new material on the recent “earnings in- 
surance policy form.” Publisher is Rough Notes. 324 pages. 
$5. 


For Further Information Cirele 264 on Card 


Master Tax Guide 


Many a federal tax puzzle is solved in “1958 U. S. Master 
Tax Guide.” Commerce Clearing House has issued this 448- 
page book to help you with your 1957 income tax return. 
Among its time-saving features are due dates in 1958; run- 
down of 1957 tax changes; rapid tax calculators; estate and 
gift tax rates, and many other tables. 

A topical index is a big help. Price is $3. 

For Further Information Circle 265 on Card 
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New Products and Services 


Continued from page 40 


cpinions expressed by business 
against the increases. 

Copies are offered to readers 
free. Larger numbers of copies, for 
redistribution, can be bought at 
cost with mailing envelopes fur- 
nished free by Tension Envelope 
Corporation. 


For Further Information Circle 48 on Card 


Sliding Interest Calculator 
With Morton’s interest calcula- 
tor, you can figure the interest 


immediately on any amount from 
10¢ to $3 million to the third deci- 
mal. Vinyl plastic device works like 
a slide rule but reads direct like a 
table. 

Interest rates range from 3 to 
834 per cent by 14 per cent in- 
creases. Interest is shown for one 
year, one month, and one day at 
each interest rate. Made by the 
Paul S. Morton Engineering Ser- 
vice, the calculator is $5 postage 
paid. 


For Further Information Circle 49 on Card 


Pamphlet on Health Care 

Marking ten years of service to 
hospitals and doctors for the health 
insurance business, the Health In- 
surance Institute has put out a re- 
port, “Serving the Health 
Field.” 

Copies have been sent to mem- 
ber insurance companies, and med- 
ical and hospital groups. 

The booklet also describes the 


Care 
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simplified claims forms devised by 
the Council for doctors and hos- 
pitals. Other activities and services 
are also shown. Copies are free. 


For Further Information Circle 50 on Card 


Facts on C.LLU. 


A short explanation of C.L.U. 
and its program are featured in the 
fourth annual C.L.U. Review. The 
booklet is published each year by 
the American College of Life Un- 
derwriters and the American So- 


ciety of Chartered Life Under- 
writers. Copies are free. 


For Further Information Circle 51 on Card 


Supporting A&H Sales 

Insurance Research and Review 
is selling a two-color booklet stress- 
ing the need for sickness and acci- 
dent insurance. Salesmen can use 
“The Choice is Yours” for mass 
mailings to prospects. Ten copies 
are $1.50, with reductions for 
quantity orders. 


For Further Information Circle 52 on Card 
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CONTRACTS AND POLICIES 


Family Policy Includes 
Juvenile Conversion Clause 


Disability Plan Gives 
Protection for Lifetime 


Convertible Family 
A family policy, 
the Michigan Life, 
version provision 
so that children 
may obtain up to 
five times. their 
original amount 
without a health 
examination. 

The policy pro- 
vides $5,000 permanent insurance 
on the life of the insured, $1,000 
term insurance to the insured’s 
age 65 on the life of the wife, 
plus $1,000 term insurance to age 
25 on all dependent children. If 
the wife is younger than the in- 
sured, her insurance will be 
more; and if she is older, her in- 
surance will be less. 

Automatic waiver of premium 
is granted in the case of total 
disability of the insured. Upon 
death of the insured, any insur- 
ance in force on the lives of the 
wife and all children 
fully paid up. 


For Further Information Circle 210 on Card 
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allows a con- 
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Fr 


becomes 


Centurion for Split Dollar 


Confederation Life’s Centurion 
is a participating ordinary life 
policy payable to age 90. Face 
amounts are $100,000 to $300,000. 
It is designed specifically for 
“split dollar” plans or for those 
wanting to make a “loan funded” 
purchase. 

Cash values are based on the 
net level reserve at 2% per cent 


44 


interest from the end of the first 
year. 


For Further Information Circle 211 on Card 


$5000 Family Policy 

American United Life has a 
family policy with $5,000 whole 
life on the husband, and $1,250 
term on the wife if she is the 
same age as the husband. Chil- 
dren are covered by $1,000 term 
to age 22. Double indemnity for 
accidental death covers both hus- 
band and wife. 

At the husband’s age 65, out- 
standing dividends and_ cash 
values on his policy may be used 
to convert part of the wife’s term 
to paid up life. 


For Further Information Circle 212 on Card 


Payroll Deductions for Premiums 

Allstate Life has a company 
payroll deduction plan for life 
insurance. Cooperating business 
firms in Illinois may now deduct 
from employees’ paychecks the 
premiums for individual insur- 
ance policies. These can be for 
whole life, a retirement or endow- 
ment plan, or a mortgage cancel- 
lation policy. 

Company is offering life insur- 
ance in Illinois and New York 
only now, but plans to enter other 
states in the future. 


For Further Information Circle 213 on Card 


Protection with Family Rider 

With its family benefit rider, 
Union Life adds term protection 
for the wife and children of an 
insured husband. Minimum cov- 
erage on the wife is $2,000 and 
maximum $5,000. Term insurance 
on each child is one-half that on 
the wife. 

Rider can be attached to any 
permanent plan, or Term to 65, 
so long as premiums are paid to 


the anniversary nearest the wife’s 
age 60. 


For Further Information Circle 214 on Card 


Family Plan Can Be Added 

The “Protectall Family Plan,”’ is- 
sued by Old Line Life, can be added 
to any of the company’s permanent 
plans. 

It provides level term on the wife 
and children, with a minimum of 
$4,000 on the father. This allows 
a minimum of $2,000 or 50 per cent 
of husband’s amount for the wife. 
Children are automatically insured 
up to 50 per cent of wife’s amount. 


For Further Information Circle 215 on Card 





WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card between Pages 
40 and 43 the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











$10,000 Minimum Endowment 


The Assured Accumulator from 
New York Life is a $10,000 mini- 
mum policy which is paid up as en- 
dowment at age 65. The insured 
has a choice of four options for 
the proceeds which enable him 
either to build a retirement income, 
or increase his insurance estate. 
Policy is issued to age 55. 


For Further Information Circle 216 on Card 


Family Protection Rider 


Phoenix Mutual Life of Hartford 
has a family protection plan in the 
form of a rider. This can be added 
to any type of permanent insurance 
on the life of the father. The wife 
is protected by decreasing term 
to age 65, and the children by level 
term to age 25. 

The rider provides double indem- 
nity on both the wife and children, 
whether or not the father’s basic 
policy carries double indemnity. 
Family protection will be sold in 
units of $5,000. It has been ap- 
proved in all states except Massa- 
chusetts and Texas. 


For Further Information Circle 217 on Card 


Lifetime Disability Policy 


American Casualty has added a 
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Protector policy to its individual 
A & § line. 
Men and women 
aged 18 to 59 are 
eligible. Men aged 
60 to 79 may be 
covered under a 
senior plan. The 
new contract of- 
fers four basic protection plans. 
Broadest of these is the lifetime 
accident and sickness. Another 
is lifetime accident with 60 
months sickness; and 60 months 
accident with 12 months sickness. 
Premiums are waived during 
disability periods. There is no in- 
crease of premium or decrease of 
benefits because of age after the 
policy is bought. 


For Further Information Circle 218 on Card 


365 Days of Hospital Care 

Individual and family hospitali- 
zation policies with up to 365 
days of hospital care for any ac- 
cident or illness are offered by 
Security-Connecticut Life. 

Contracts cover individuals or 
families for hospital room and 
board, miscellaneous charges, and 
emergency non- 
confining cases. Surgical expenses 
can be covered under extra op- 
tions. 


For Further Information Circle 219 on Card 


allowances for 


Group MM and Comprehensive 


Protective Life of Birmingham 


has announced the addition of 
major medical expense insurance 
and comprehensive major medical 
coverage to its available group 
plans. 

The regular MM plan supvrim- 
poses benefit payments from $5,000 
to $10,000 on presently existing 
basic hospital-surgical program. 

The comprehensive coverage pro- 
vides conventional hospital-surgical 
benefits with lifetime maximums 
ranging from $5,000 to $10,000 
plus a payment for expenses in 
connection with nursing service, 
medicines, appliances, and miscel- 
laneous medical services. 


For Further Information Circle 220 on Card 


Guaranteed Renewable A&H 


American Health Insurance Cor- 
poration is now issuing guaranteed 
renewable contracts. New hospital- 
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surgical-medical plans include daily 
rate scales ranging from $6 to $15 
for the hospital, with maximum 
surgical schedules of $200, $300, 
and $400. Additional hospital bene- 
fits are available optionally to 
$5,000. This is subject to either a 
$50 deductible or an 80 per cent co- 
insurance clause. 

On its guaranteed renewable con- 
tracts, the company reserves the 
right to increase premiums. 


For Further Information Circle 221 on Card 





Contracts and Policies Notes 


American United Life has 
broadened amounts of insurance 
for military personnel. Company 
has added $5,000 to old limits if 
the applicant has two or more 
dependents, is over pay grade 4, 
or over age 26. 

Connecticut Mutual Life has 
raised to 34% per cent the inter- 
est rate paid on funds left on de- 

Continued on page 46 
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Takes only minutes to show client visually what coverages he has and what he 
needs. No typing necessary. For futher details, send handy coupon below. 


2 Phoenix of Hartford 
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MINNEAPOLIS FIRE ANDO ™ s N 


ALL FORMS 
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OF INSURANCE EXCEPT LIFE 


The Phoenix of Hartford Insurance Companies 


61 Woodland St. 
Hartford 15, Conn. 
Sales Development Department 


Please give me more information about selling more with your new Cover-All Plan by 
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EQUITABLE LIFE OF IOWA IN 


THE NORTHWEST 


In bustling cities and Quiet villages of the Pacific 
northwest, through Washington’s apple country, 
Oregon’s rich timber lands and Idaho’s famous 
potato sections, Equitable Life of Iowa is ably rep- 


resented by these general agents and their agency 


associates. Theirs is a distinguished record of fine 
insurance service in keeping with Equitable’s 
high traditions. To these men, congratula- 

tions from the Equitable Life of Iowa! 











THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 
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The reply card on page 41 of this issue 
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Contracts and Policies 


Continued from page 45 
posit. Interest on dividend ac- 
cumulation is raised to 3.35 per 
cent. 

Fidelity Mutual Life has _ in- 
creased by 8 per cent its dividend 
scale for 1958. 

Guardian Life of America will 
distribute $7,350,000 as dividends 
to policyholders in 1958. A first 
year dividend of 10 per cent will 
be paid on some A & H policies. 

Mutual Benefit Life has adopted 
a pre-authorized check plan for 
monthly payment of premiums. 
Plan went into effect for new pol- 
icies December 16. On policies 
already in the automatic 
check plan can be used after 
March 1, 1958. 

Manufacturers 


force, 


Life, Toronto, 
has announced an increase in its 
dividend for 1958. 
Manhattan Life has changed its 
group life underwriting practices 
in areas where state laws permit. 
Maximum amount of basic insur- 
ance for small groups of between 
10 and 25 lives has been raised to 
$1,000 times the number of lives 
to be insured. Amount cannot 
exceed twice the average face 
amount provided by the plan. 
United Life and Accident, Con- 
cord, N. H., has extended its fam- 
ily policy to households compris- 
ing two or more persons. This 
gives the coverage to one parent 
with one or more children in cases 
where the other parent is dead, or 


scale 


"We're convinced this is the finest two-in- 
one health plan available anywhere.” 
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uninsurable, or where the parents 
are divorced. 

Aetna Life has adopted a higher 
dividend scale for its participat- 
ing policies. 

Berkshire Life has announced a 
higher dividend rate for 1958. In- 
terest at the rate of 3.35 per cent 
will be paid on dividends left to 
accumulate, and 3.25 per cent on 
settlement funds left on deposit. 

Life of Virginia now has a pre- 
authorized check plan for pay- 
ment of premiums. Plan is called 
Life-O-Matic. 

Manufacturers Life has a pre- 
authorized check plan, the Manu- 
Matic. Monthl, payments are 3 
per cent less than regular monthly 
premium rates. 

Massachusetts Mutual Life has 
adopted a higher dividend scale. 
Rates for women have been low- 
ered. 

National Life of Vermont has 
increased its dividend scale for 
1958. 

West Coast Life announces an 
increase in policy dividends of 
about 25 per cent. 

New England Life has a pre- 
authorized check plan in effect. 
Minimum check is for $15. All 
types of individual policies can 
use the plan. 

New York Life has increased 
by 5.7 per cent its dividend scale 
for 1958. 

State Farm Life announces a 
pre-authorized check plan for pay- 
ing premiums monthly. 

State Mutual Life Assurance 
of America has increased divi- 
dends to be paid at later dura- 
tions on Equity Builder policies. 
On American Experience busi- 
ness, dividends were raised where 
premiums are payable for whole 
life. 

Union Mutual Life has raised 
to 3144 per cent the interest rate 
on dividends left to accumulate, 
and on certain settlement option 
funds. 

Wisconsin National Life now 
offers a discount rate of 3 per 
cent on premiums paid in advance. 

Supreme Forest Woodmen Cir- 
cle, Omaha, Neb., in an expansion 
program, has opened its member- 
ship to men and boys. Society 
writes life, A&H, endowment, and 
retirement income to age 65. 
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THEIR LOSS 
MEANS “CURTAINS” 


43% OF THE TIME! 


It’s a fact that damage or destruction of Accounts Receivable 
records cause 43‘, of the firms affected to go out of business. 
Serious impairment of their credit-standing is suffered by 
42°. of the remainder. NOW is the time of year when 
Accounts Receivable are greatest. Yet standard policies offer 
no protection against their loss or damage. 

Accounts Receivable Insurance reimburses the insured for 
loss of income resulting from damage or destruction of 
Accounts Receivable records. It is “‘all risk”’ coverage against 
many types of perils. It is insurance that every manu- 
facturer, wholesaler or retailer in your area needs. 

Convenient pocket size kit on both Accounts Receivable 


and Valuable Papers is used by American Casualty 
agents. If you'd like to see a copy, just mail the coupon. 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 


AMERICAN CASUALTY COMPANY, Reading, Pa. 


I'm interested in seeing your Accounts Receivable - Valuable Papers 
kit. Please mail to: 


NAME 
ADDRESS 
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INVESTMENTS 


Be Open and Flexible 
For Changes inYear Ahead 


By ERVIN L. HALL 
Partner, Davis and Hall 
investment Management 


HIS being the first issue of THE 
firme in the New Year, 
some of you investors might ex- 
pect a prediction of things to come, 
investmentwise. That is about the 
last thing you should expect. To 
peer into the future and then try 
to reduce what you see to writing 
will just create some future head- 


aches. 


Sport for Tycoons 

Prophesying, nonetheless, is a 
sport engaged in by economists, 
brokers, business tycoons and all 
sorts of people around the first of 
every year. We all seem to like to 
get into print, or on the speaker’s 
stand, and lay down in advance 
just what the new year will bring 
forth. This may all be good mental 
exercise. But why pick the first of 
the year for such a panoramic dis- 
play of talents? Probably because 
it has become a custom, so much so 
as to be expected, and also because 
the new year gives us a chance to 
forget the past and look to the 
future. 

Actually, prophesying, predict- 
ing, analyzing are all the same and 
the first of a new year presents no 
different problems from any other 
time. You, as an 
constantly prophesying, predicting 
and analyzing in every move you 
make all through the year. As a 
matter of fact, the whole art of 
investing is predicated on an abil- 
ity to look ahead and try to foresee 
what is likely to happen in the 


investor, are 
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months or years to come. If you 
don’t do this you had better buy 
Government bonds, or high class 
first mortgage bonds, or munici- 
pals and hold them to maturity. 
There is no hope of growth, im- 
provement or progress in such 
holdings—only a fixed dollar in- 
come—but you won’t have to worry 
about predicting. 


Save Some Agony 

So let’s forget about predicting 
what the year 1958 will bring 
forth—save ourselves the probable 
agony of reading it a year later— 
and give some thought to what we 
should do as investors throughout 
the year 1958 and for many years 
thereafter. 

The year is not starting off too 
auspiciously. One thing you will 
need to work on is the control of 
your emotions. The last few 
months have been full of all kinds 
of disturbances to investment con- 
fidence. International crises, Sput- 
niks, business price 
(both ways) and predic- 
tions of imminent military and 
economic disaster. Enough, cer- 
tainly, to set the mind of an in- 
vestor spinning with doubt and 
confusion. And yet through it all, 
decisions had to be made, alarms 
had to be weighed by a cool head, 
and endless prophecies had to be 
undertaken as to the future. 


slow-down, 
spirals 


The Cyclical Steels 

The steel stocks, for example, 
had reached an improved invest- 
ment status compared to the lowly 
state they occupied for many years. 
Capital structures had been im- 
proved. New and efficient operating 
facilities had been installed. The 
break-even point had been lowered. 
It was generally conceded that 
Steels had approached a_semi- 


investment status. Then, when or- 
ders failed to pick up seasonally in 
the fourth quarter, and with many 
investors in a highly emotional 
state of mind, the Steels were 
promptly relegated to the old 
cyclical category, good only for 
nimble traders and speculators. 


Capacity Needed 

No one would predict anything 
but gloom for the Steels, but actu- 
ally the improved capital struc- 
tures, the efficient equipment and 
efficient management were still 
there. True, a certain amount of 
over-capacity existed, and_ still 
does, but if the country is going 
to continue to expand, that capac- 
ity will be needed shortly. If you 
wish to predict that steel opera- 
tions will be down to 50 per cent 
in 1958 and losses will replace 
profits, you might be right, but 
you might also miss a good invest- 
ment opportunity before the year 
is over. 

Why predict? The times are 
changing too fast. A careful con- 
tinuous analysis, day by day and 
month by month, with a willing- 
ness to change your opinion, is 
more apt to be a trustworthy guide 
than an opinion to which you be- 
come more and more wedded be- 
cause you have gone on the record 
with it after much careful thought. 
The steel companies are not going 
out of business without a severe 
economic shock that would under- 
mine many so-called safe indus- 
tries. Steels may be cyclical but 
let’s not predict a dire 1958 for 
them. 

The reverse of the steel story is 
the drug stocks. They have become 
the fair haired favorites. They 
have been in demand when other 
stocks were receiving rough treat- 
ment. The outlook is one of steady 
progress—at least it is at the mo- 
ment these thoughts are being put 
down. That’s another trouble with 
predicting in this changing world 
of ours, things don’t stay put too 
long. 

Even with the admitted good 
outlook for the drug companies, 
there could be some disturbances 
not too far off. For one thing, the 
Federal Trade Commission is to 
receive a very exhaustive report on 
practices of the leading drug firms 
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in relation to profits, 
patents. 


prices and 
This report may be re- 
leased at any moment and will 
probably receive considerable pub- 
licity. It will also be turned over 
to a Senate investigating commit- 
tee. There has been public resent- 
ment against the high cost of anti- 
biotics and the cost of drugs in 
general, and the Federal Trade 
Commission report might set up 
the drug companies as a popular 
whipping boy. 


FTC Studies Drug Profits 

A difficult period of 
mental and public relations may be 
Merck & Co. have at least 
taken it seriously. In the report 
for the nine months ending Sep- 
tember 30, the President 
“The Federal Trade Commission is 
in the final stages of a study of 
the antibiotics industry, and ap- 
parently is paying special attention 
to prices, profits and patents. The 
FTC report with recommendations 
to the Congress is expected to be 
issued later this year. It is possible 
that the report will contain con- 


govern- 


ahead. 


wrote, 


clusions or recommendations that 
will require the industry to present 
a convincing case before the bar of 
public opinion to prove that the 
present system of private industry 
with its profit incentives and pat- 
ent protection is also in the public 


interest. 


Vaccine Demands 


Then there is the possibility tha 


Asian Flu may run its course be- 
fore long and a rapid decline in 
demand, for a product in which 
many companies have a large in- 
vestment, may take 
course, the drug companies, like 
the Steels, will work out of 


difficulties. New drugs will 


pla 2. Of 


along, new applications be 
oped and drugs will 
greater 


tion grows. 


quantities as 


When we get down 
ing, however, it might 
watch the short term 
the presently fair haired drug 
dustry and the longer term outlook 
for the presently drab steel indus- 


try. This 


attempt t 
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| FORGING TO THE FRONT 
NATIONAL CASUALTY COMPANY 


Get in with a leader, forge to the front with 
National Casualty's sound protection—the 
finest in Disability Income, Hospitalization 
and Surgical coverages for the Individual, 
Family, Franchise or True Group case. 

Guaranteed Renewable Policies Now Available! 


compare the two industries as in- 
vestment vehicles, but to point out 
the pitfalls inherent in becoming 
oo sure of your investment posi- 


tion ist 


because a new year is 
getting under way and you feel the 
irge to predict, prophesy and ex- 
pound the thoughts you have at the 


moment on the economy in general. 


Risky Habit 
You may remember some previ- 
is reference in this column to the 
idvantages of an open and flexible 
investment mind. In a world of 
; tranquilizers 
ich, money managers and in- 
igating committees, these at- 
ites will help you stand the 
pressures. It appears rather risky 
ontinue the habit of predicting 
le new year will bring forth. 
it seems to this in- 
is not going to inflict 


sort. 


prediction of any 


*, the hope that you will suc- 
guide your investment 


t ides 


the changing 


meet in 1958 








Establish 
—highly 


able. 
Address: 
Casualty 





Remember—lIt's Easiest to Sell the Best! 
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YOU Can Start a Chain Reaction of Sales... 


by Joining the March to N.A.A.I.C.* 


Your future with this company can grow. . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and AcH! 


Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 


There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
insurance Company — Chicago. 


@ Top Commissions... 
Level A&H Renewals 


No Branch Offices 
To Compete With You 


Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 


@ Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept.L 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 


rouvoeo vee MAU American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE+ ACCIDENT+ HEALTH 
209 SOUTH LASALLE STREET +» CHICAGO 4, ILLINOIS 





E. P. Higgins & Co. 


(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 











BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 


Consulting Actuaries 





Edward D. Brown, Jr. Jean Conrad Robert A. Richardson 
CHICAGO CLEVELAND 








Pensions 


Continued from page 37 


This is a combination of paid up 
life insurance and deferred annuity. 
The two parts are available in vari- 
ous proportions, stressing annuity. 
Perhaps it is better described as a 
single premium multiple endow- 
ment. The main objection is that the 
initial death benefit is low, and thus 
fails to fully solve the life insurance 
needs of the new participant. This 
plan of insurance is available on 
both a group and individual policy 
basis. 

4. Convertible Ordinary Life Pol- 
icies. These policies are of the 
ordinary life or similar plan, but 
permit conversion to annuities at 
maturity date by additions of out- 
side funds up to certain limits. The 
fluctuating contribution problem is 
usually solved by limiting the pre- 
mium to 1/3 or 1/4 of the initial 
contribution, and hoping that the 
contributions will never go so low 
for so long that the premiums can’t 
be met by the accumulated excesses 
of contributions over premiums. 


Varies with Age 

The main objection to them, in 
addition to the incomplete solution 
of the fluctuating contribution prob- 
lem, is that the amount of insurance 
varies inversely with age to such a 
marked degree that young low sala- 
ried employees may get more insur- 
ance than older higher salaried em- 
plovees. The main advantage is the 
securing of advance annuity guar- 
antees on all of the contribution 
although committing only part of 
it to fixed premium policies. For the 
young ages, however, the part not 
invested in the policy is usually 
above the guaranteed conversion 
limit. This can be solved by using a 
sliding ratio by age, averaging to 
the desired 1/3 or 1/4, but this 
method makes administration cum- 
bersome. 

Both individual policies and 
group permanent policies are avail- 
able for this method. Please note 
that the policies themselves don’t 
solve the fluctuating contribution 
problem, but rather the skillful use 
of them does. This requires a high 
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caliber agent or extensive home 
office service. 

5. Flexible Premium Individual 
Retirement Annuity Policies. This 
is the same as the so-called profit 
sharing group annuity except that 
the series of single premium de- 
ferred annuities is housed under a 
single roof of a level premium con- 
tract whose so-called level premium 
can be changed at will each year. 
This completely solves the fluctuat- 
ing contribution problem. With this 
policy there is no need for reserving 
a portion for investment outside the 
policy, but since many employers 


like to do so, this policy permits 








aya, n y LG ? 
The ; Group 
An Cd and Setialle me 


: i 
ti JSniu VANCE 


The HANOVER INSURANCE COMPANY 


acceptance ot oO itside funds at re- (ESTAB. 1852] 


tirement up to a limit of quintup- The FULTON INSURANCE COMPANY 
ling the contract’s annuity. ESTAB. 1929 
Home Office: 111 John St., New York 38, N.Y. 


One Contract for Career CHICAGO + SAN FRANCISCO +« TORONTO 




















This flexible premium retirement 
annuity eliminates the need of is- 
suing new contracts when salary 
increases occur. One contract for 
each participant suffices for his en- 


tire career. 





once this policy has a small These Monthly Letters Are 
death benefit in the early years, a Imprinted Especially For You To Create Prestige: 
companion yearly renewable term EXECUTIVE VIEWPOINTS . .. INSURED PENSIONS . = EM.- 
policy is available. For employers PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES .. 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 
* a eee ee 5 > mee ee , Write for Sample Copies 1 ‘ ‘ 
Rts (to avoid cashing of securities) CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
the original face amount is retained. 180 W. Adams Street, Chicago 3, III. 
For those who do not have this need, 


who wish to have excess death bene- 











the face amount can be reduced each 

year as the death benefit from the 

annuity and outside investment 

sources rises, so that the combined 

death benefit is constant. 

Decreasing group life insurance a OE ALY ey 2S Ee y* fee! 

is also available on the same basis. yt Se kK poded, aat ae Ke Sr os en , 

Of course, both forms of insurance mae to ag a - ye “Se, | 
: “ ; , PA? Seen. Wet FS 

have inflexible premiums, but at . . * tee 

ne, bob 

WS 

a. 3Bree 


> 


. wa 3 \ “ 7 we - 

. . . . . . . : $ . ~.7 “ . ~A 

least the inflexibility is limited to Sehig ys \7 as Make 
ert 


the smallest size premium possible gh“ . ; t AS i 
by being limited to the term insur- ae 
ance premium, the retirement an- 
nuity premium being completely 
flexible. 

In view of the fact that the ratio 
of the number of new profit sharing 
plans to new pension plans is 
rapidly increasing and has been for 
a few years, the development of 

NATION-WIDE 


these five policy forms indicates : CLAIM 
" SERVICE 


AMERICAN FIRE & CASUALTY COMPANY 


HOME OFFICE + ORLANDO, FLORIDA 


that the life insurance industry is 
alert to the needs of an ever grow- 
ing segment of the employee benefit 
plan market. 
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Coverages and Forms 


Accountants Professional 


Liability Coverage 


Only One Out of Ten CPA's 
Now Has This Protection 


Q. What companies write this 
coverage? 

A. Casualty. The American 
Surety Company is a leader in 
this field. The St. Paul Mercury 
Indemnity Company, The Indem- 
nity Insurance Company of North 
America, The American Casualty 
Company, and Lloyds also write 
this form. 

Q. How is it written? 

A. As a separate policy. 


Coverage 


Q. What does this form pro- 
vide? 

A. The company insures against 
direct primary loss and expense 
arising from any claim made and 
discovered during the policy pe- 
riod or if discovered within 30 
days after the termination of the 
policy (subject to further exten- 
sion upon payment of additional 
premium) by reason of legal lia- 
bility for damages caused by the 
assured, any partner or employee 
in the performance of profes- 
sional services for others, includ- 
ing services and advice given in 
matters of taxation. 

Clauses further extend this pol- 
icy to cover: 

1. Acts of predecessors in busi- 
ness, including acts of any em- 
ployee or partner of such prede- 
cessor, 

2. Any employee charged with 
neglect, error or omission while 
acting in the scope of his em- 
ployment, 
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3. Owners, partners or em- 
ployees of another accounting 
firm performing delegated work 
for the assured. 

Costs incurred in the defense 
of any suit or counterclaim is 
afforded in addition to any limit 
of insurance. 


Exclusions 


Q. What are the exclusions? 

A. The policy does not insure: 
(1) loss and expense due to crim- 
inal libel or criminal slander; 
(2) claims arising out of loss of 
time incurred by partners or em- 
ployees by reason of any claim 
or suit; (3) liability under Na- 
tional Securities Act of 1933 and 
amendments thereto (can be had 
for an additional charge) or if 
recoverable in whole or part un- 
der prior insurance. 


Rates 

Q. What are the approximate 
rates? 

A. Beginning with a premium 

of $60 for the basic protection of 














$20,000 and one person, the 
charge increases with the number 
of employees and the limit of cov- 
erage. $200,000 insurance for an 
office with 25 persons develops a 
premium of $588 annually. Inclu- 
sion of Securities Act Coverage 
increases all charges 331 per 
cent. However, if no services of 
this type are performed, 50 per 
cent of this- additional premium 
is returned. — 

Insertion of a $500 deductible 
reduces the basic premium charge 
10 per cent. 

Coverage in excess of $200,000 
may be written in multiples of 
$50,000 up to $800,000 at an ad- 
ditional charge equal to 25 per 
cent of the premium for 
$20,000 insurance, for each mul- 
tiple. 


basic 


Policy Made Broader 
Many changes were effected in 
the Accountants Professional Lia- 
bility policy in 1956. A number 
of improvements included 
without any increase in rates. The 


assured 


were 


insurance covers’ the 
and/or his estate for claims aris- 
ing out of professional services 
rendered to clients, including 
breach of contract. The 
now insures against claims which 
may result from advice given or 
services furnished in connection 
with tax matters. Libel, slander 
and defamation of character, un- 
less committed in bad faith or in 
willful violation of any law or 
ordinance, are additional 
that come under the protection 
of this revised contract. 


policy 


perils 


Notification of Claim 

The policy conditions 
notification of claim during the 
policy period or within 30 days 
of expiration. This period of time 
may be extended. The former lim- 
itation was two years, a restric- 
tion which was removed. The 
charges are 10 per cent of the 
premium for the first annual ex- 
tension and 5 per cent each year 
thereafter. 

A separate policy may be issued 
to retired partners. Premium is 
based upon a $20,000 policy cov- 
ering one employee for a charge 
of 25 per cent for the first annual 


require 
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period extension and 
12% per cent annually thereafter. 
A partner usually has no control 
over the renewal of the liability 
policy by the firm or the limits of 
protection purchased. For these 
reasons he may want to secure 
coverage against claims for acts 
committed prior to retirement but 
subse- 


discovery 


discovered or presented 


quent thereto. 


Need for Protection 

In most states the laws forbid 
accountants to incorporate in or- 
der to limit their personal liabil- 
ity. A substantial claim could be 
ruinous for the individual ac- 
countant. An insurance policy re- 
moves practically all the expo- 
sures to loss arising out of the 
rendering of 
vices. It has been estimated that 
not more than 10 per cent of the 
accounting fraternity have pur- 
chased this protection. The field 
is apparently wide open for so- 


professional  ser- 


licitation by insurance agents. 
Many Certified Public Account- 
ants are also lawyers and held in 
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high esteem by their clients. 
Their advice has always been ac- 
cepted in matters of tax and ac- 
countancy. Many of them are 
now taking insurance courses to 
extend their services to matters 
of protection. A number of bro- 
kers and agents obtain their best 
“leads” by means of an account- 
ant’s recommendation. The ac- 
countant as a source of solicita- 


tion should not be overlooked. 


The Insuring Clause 
The producer should be in po- 
sition to briefly outline the A’s, 
B’s and C’s of exposures insured 
against under the Accountants 
Liability policy. They are: 
A. Through 
omission, 
B. Through 
honesty or fraud, 
C. Through civil libel, 
or defamation of character (un- 


neglect, error or 


unintentional dis- 
slander 


less committed in bad faith or in 
willful violation of a law 

A special application form must 
be completed in triplicate. In ad- 
dition to the usual information 


requested as to name, addresses, 
branches, etc., data is required 
as to nature of services rendered, 
average number of partners, em- 
extent of investiga- 
tions as to their past records of 


ployees and 


competency, efficiency and char- 
Questions are also 
signing financial 
sheets 


acter. 
as to parties 
statements, 
reports. 


balance 
References are required of 
least two banks and two business 
firms. 

Information is also sought as to 
accounting designations of each 
partner and employees, the ac- 
counting organizations to which 
they belong, and the number of 
years engaged in the practice of 


some ol 


accounting. As 


material may take consider- 


able time to accumulate, the pro- 
ducer should ask any interested 
prospect to question each partner 
or employee at the time he re- 
ports to the office. Accountants 
great deal of time in the 
weeks may elapse before 


cation can be completed. 


SALE ,..made the easy way 
= with the help of the 


PEERLESS 


Dwelling Package Insurance 


‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 


RANCE COMPANY - 





another 


KEMPER SERVICE 
TO AGENTS 


Classroom instruc- 
tion by MIl staff (all 
CPCU's) and key 
Kemper executives 


Four weeks of basic training 
in all lines of insurance 


Founded twenty years ago, the Mutual Insurance Institute’s 
tuition free four weeks course for producers has served as a re- 
view of fundamentals. . . and a preview of things to come PLUS 
additional training in successful profit making sales methods. 
1958 CLASSES BEGINNING 
FEB. 24 JULY 7 
If you represent one of the Kemper companies and are 
interested in attending, write: 
Director of Training, Mutual Insurance Institute Gi 


Chicago 40, Illinois 
Lumbermens | GUL) GY 
LNmevcan MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS mutual INSURANCE COMPANY 


divisions of KEMPER Insurance 
CHICAGO 40 


OCT. 27 











Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 











WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


200 West 57th Street 417 South Hill Street 
New York 19, N. Y. Los Angeles 13, Calif. 








These Names Make News 


Continued from page 8 


Association. With the Associa- 
tion ten years, Huey most re- 
cently had been director of the 
company relations division. 

Walter W. Reed, formerly an as- 
sistant underwriter, has been 
made deputy underwriter of the 
American Hull Insurance Syn- 
dicate. 

William J. Kleinknecht, general 
superintendent of American 
District Telegraph Company, 
has been made assistant direc- 
tor of the Communications Di- 
vision of the Business and De- 
fense Services Administration, 
U. S. Department of Commerce. 

Dr. Arthur F. Burns, president of 
National Bureau of Economic 
Research, and S. Sloan Colt, 
director of Bankers Trust Com- 
pany, have been elected to the 
board of trustees of Mutual of 
New York. 

Kenneth C. Brownell, board chair- 
man of the American Smelting 
and Refining Company, has 
been elected to the board of 
Federal Insurance. 

Donald D. Harrington, indepen- 
dent oil operator, has _ been 
elected to the board of South- 
western Investment Company, 
which operates Commercial In- 
surance and Western National 
Life. 

Howard J. Caldwell, president and 
chairman of Western Massa- 
chusetts Electric, was elected a 
director of Berkshire Life. 

Hoyt Ammidon, president-elect of 
the United States Trust Com- 
pany of New York, has been 
elected a director of Fidelity 
and Casualty of New York, a 
member of the America Fore 
group. 

Dr. R. Gerald McMurtry, director 
of the Lincoln National Life 
Foundation, Lincoln National 
Life Insurance Company, has 
been appointed to the nation’s 
Sesquecentennial Commission to 
arrange plans for commemorat- 
ing the 150th anniversary of 
Lincoln’s birth. 

Vantyle Coddington, president of 
Lakeside Bridge and Steel Com- 
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man of the West Side Bank of 


Milwaukee, have been elected 
to the board of Old Line Life, 
Milwaukee. 


uw a 
Patrick Fitzpatrick of Boit, Dal- (7) 

ton and Church, insurance bro- | 

kers, has been elected president 


of the Insurance Service Asso- 
ciation. This is a nation-wide aa During the past six years 
network of insurance brokers. ° . 
the population of eleven 
Southern States has increased 
by three million! 


(on GEORGIA 











ASSOCIATION PRESIDENT. G. W. Ponton 
(above, |.) is inducted as president of 
Association of Mutual Fire Insurance 
Engineers by T. E. Goodell, engineer of 
Mutual Fire Inspection Bureau of New 
England. Ponton is loss prevention spe- 
cialist for Hardware Mutuals. We offer 


APPROACH 


and 





Earl Holmes has been made vice FLEXIBLE 
president of Nathan Trotter ms Po: 
Company, Kansas City, Mo. DEPENDABLE SERV Ce - 

Harry P. Cunningham has been es orld u ide experience 
elected president of Farjeon, as] has 
3allin & Company, brokers and i 
adjusters. He succeeds the late 
HB. Farjeon. 

Paul C. Green, CLU, and Hugh S. | 
Betts, Jr., have been made su- Ta STEWART SMIT ; 
perintendents of agencies for : . rf : pies H & Co., 
Continental Assurance, Chicago. 

Brock D. Holmes has joined Kan- 
sas City Life as director of 
public relations. 

Walter C. Custance, formerly as- 


sistant secretary, has been 
i NEW YORK - LONDON - CHICAGO - MONTREAL 


ed on 60 years 


Inc 
116 John Stre , : 
“ Street New York 3 - 

38, N. Y. 


Tel: W Orth 2-0200 








NO REASON to feel ROPED-IN ! 


Whenever you have any problems, don't hesitate to come in—or get in touch 





























with us. Northern Assurance has been an Agency Company for over 100 


years. Our Agents are important to us and we want to be friends. 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 
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A “ONE BALL” 
PITCHER 


doesn’t win enough games 


And a salesman needs a 
complete line of com- 
petitive plans to win 
enough cases to make the 
income he needs today. 





(And at competitive commission rates ) 





ANICO SALES LEADERS 


Family Policy. 

$10,000 minimum special. 
$25.000 minimum special. 
Life with Family Income 

to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 











Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


= AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 


OVER 4 BILLIONS OF INSURANCE IN FORCE 








Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 
55 Broadway, New York 6, N. Y. 
HAnover 2-5840 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


ARTHUR M. HAIGHT, President 
INDIANAPOLIS 








These Names Make News 


Continued from page 55 


elected a secretary of the Great 
American, Rochester American, 
and American National Fire. 

Clyde A. Johnson has been made 
director of group administra- 
tion for Life Insurance of North 
America. 

James D. Erskine, former secre- 
tary of the American Insurance 
Association, died December 10. 


Clark T. Foster has 
been elected a 
vice president of 
Johnson & Higgins, 
brokers. He is an 
actuary specializing 
in the life depart- 
ment. 


P. A. Quarto, CLU, has joined the 
staff of Insurance Research & 
Review as director of training 
research. He had been with 
Bankers National Life as vice 
president, agency training. 

B. W. Dornbirer, CLU, has been 
made director of sales division 
planning of Ohio National Life. 

George C. Kerr has been appoint- 
ed general adjuster on major 
marine losses for the General 
Adjustment Bureau, New York. 
He succeeds E. J. Moran, who 
has resigned. 

David H. James has joined the 
firm of Walter C. Green, con- 
sulting actuary, Salt Lake City, 
Utah. He was formerly associ- 
ate actuary with the Benefit As- 
sociation of Railway Employ- 
ees. 

Dorothy Shores has been made 
chief underwriter for Southern 
Provident Life of Dallas, Texas. 

James B. Christopher has been 
named assistant vice president, 
reinsurance, for American 
United Life. Mr. Christopher will 
establish an office on the West 
Coast. 

Olaf Nordeng, a vice president, 
has been elected to the board of 
Standard Fire. Head of Aetna 
Casualty and Surety’s fire di- 
vision, he succeeds H. Bissell 
Carey, who has resigned after 
37 years as a director. 
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Marketing Briefs 


Shoppers with Children 
Cited as Biggest Buyers 


By MEL BLACKBURN, CPCU 


© MOM’S PROM. Thanks to the 
University of Minnesota for the 
intelligence that Friday and 
Thursday have taken over from 
Saturday as the most popular 
supermarket shopping days. Rea- 
son? Perhaps the much vaunted 
“long weekend.” 
Howsomever, 50 out of every 
100 customers are women, 31 are 
men, and 19 are children. Couples 
shopping with children make the 
purchase—an 
alone do next 


biggest 
$14.25; 


best, with $11.60; and a woman 


average 


couples 


with a child spends an average 
$11.45. 

Thursday, Satur- 
day, together, account for 76 per 
cent of total food purchases—and 
25 per cent of the week’s business 
is done between 6 P.M. and 9 P.M. 

Ah, ves, 
shoppers “drive their cars to the 


Friday and 


nine-tenths of the 


store.” 
@ MALE SALE. Overwhelmingly, 
it is the husband who initiates 
family talks that result in the 
purchase of a new car, according 
to a recent Starch study. 

Brand choice is the husband’s; 
choice is made _ jointly; 
color and upholstery are selected 


mode] 


by wives. 

Researchers find that wives 
play an important negative role. 
A preponderance of interviews 
show that the husband has a 
major selling job in convincing 
wifey-do of the family’s need for 
the car. She (1) is consulted be- 
fore he makes a move and (2) 
often discourages the whole idea. 
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e T-V JEEBIES. It is painfully 
estimated that the creation of a 
television spot involves about five 
times as many people as the cre- 
ation of a print advertisement. 
This helps explain why so few 
commercials single 
strong statement—as they should, 
to be effective. 

Seldom does a multiplicity of 


hands, together, shape a beauti- 


represent a 


fully persuasive piece of film 
or sales presentation. More often, 
according to studies, 
they maul it. 

It could behoove the 


consumer 


insurance 
business, you, this year, to pound 
home a single strong statement 
about “money.” After all, next to 
YOU, what is more interesting? 
Money. Couple You and Money. 
“Dollars for you for future 
delivery”—that’s the insurance 
business. 
© HARD SELL DEPT. A heroic 
figure in marketing, George Wash- 
ington Hill was American To- 
1948, for 
he spent $12,000,000 advertising 
Lucky Strikes. He liked to say: 
“There’s no damn difference be- 
The difference is in 


bacco. In example, 


tween 


T.BiSHOP 


"We're splitting up assets to settle my 
late partner's estate." 


the selling and advertising. And 
when you advertise, you keep the 
music simple, loud, and with a 
strong beat. You have one simple 
idea. And you keep on repeating 
it, repeating it, repeating it.” 
Well, in those 
Strike was simple 


days, Lucky 
“Reach 
for a Lucky instead of a sweet,” 
we all said. . its music was 
simple, loud and had a strong 
beat ... Lucky made real money. 
© SPACE RACE. Seems there was 
an annual “Better 
Living” in Washington recently. 
One of the women (they don’t 
like the 
struck a note for the day, as 
follows: 

“T’ve atom 
destroving homes—I don’t think 


congress of 


term “housewives’”’) 


heard of bombs 


we'll ever hear of atom power 
creating one. It will always take 
people and love. Yes, I think the 
home is more important than the 
satellite.” 

* DOLLAR SCRAMBLE. Ten 
years ago an ex-Army sergeant 
walked into a hole-in-the-wall on 
New York’s Third Avenue. He 
bought a brand name toaster for 
a bargain price. This was the 
start of a retail discount opera- 
been the success 
story of the post-war era. 


tion that has 


Through the years the regular 
retailer has had a valuable asset 
ice. These services included 

isi the public, ample 

‘e in the 

time pay- 


store, 
accounts and 
s, home deliveries, and money 
guarantees. 
discount house has been 
moving in on these ser- 
Today nearly all of them 
being provided bv the cut- 

ice retailer. 

Well, 
vou bought recently? Under what 
irc What 
Marketers who have to work 
hard to make a dollar expect the 


specifically, what have 


circumstances? price? 


consumer to have the final word, 
which he usually does. 

You have one advantage over 
every other seller of your com- 
moditv. You have you. Although 
there’s more to vour sales story 
than a price tag, it is also true 
that your sales story carries a 
price tag. 


What is it? Why? 
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the EXCITING design 


in office furniture 
is being done with WOOD 


QETTFER Rr 8 $ 
WITH FRIENDLY WOOD 


FREE: Helpful new 36-page | 
Layout,” yours for the asking. 


OOD OFFICE FURNITURE INSTITUTE 


DEPT. 13 e730 11th STREET, N.W.eWASHINGTON 5, D.C. 





STABILITY 


4 


RREINSURANCE, “OO, through its basic service to the insurance 


industr.', contributes to the stability of man’s business and property. 


GENERAI. REINSURANCE 
CORPORATION 


Largest American mult p!e line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, AC! :IDENT AND SICKNESS, BONDING AND MARINE LINES 


1012 BALTIMORE BUILD G. KANSAS CITY 5, MISSOURI 


Home Office: GENERAL REINSU tANCE BLDG. 
400 PARK AVENUE, NE W YORK 22, N. Y. 


610 SO. HARVARD BOULEV.:RD.L S ANGELES 5, CALIFORNIA 





